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The personal factor 


During a wave of illness several years ago, two of my friends became seriously ill 

and were taken to the local hospital. On the occasion of a visit to the hospital, I 

lu found one of my friends attended by a trained nurse, provided by his company to 

insure perfect care. When I came to the bedside of my second friend, I met the 

owner of the business seated by the bed. And the next day I learned that the owner 
had stayed at the bedside of this man all through the night. 

In their solicitude for their employees both firms had acted commendably. But 


.it is easy to determine which of the two businesses really understood what personal 


relationship means. 

One of the best executives I ever knew, a man who had developed a business from 
a small organization to one employing a thousand men, told me many years ago that a 
business man can never forget the value of personal relationship. 

More recently it has been charged that modern business, with its large-scale activities, 
has destroyed the personal relationship so common to the earlier days of business pioneer- 
ing. In fact, it is defined as one of the reasons why modern business has failed to 
measure up to what is expected of it. 

We in credit work know that many alert, sound-thinking credit executives make 
it a part of their job to become personally acquainted with many of their customers. 
Unfortunately, some must handle thousands of accounts and thus it is impossible for 
them to know each one personally. But the alert, imaginative executive, however, 
becomes very well acquainted even though he does not meet all of his customers. His 
introduction is through an analysis of the account. The friendship is established through 
correspondence with customers and it is a pleasure to see some of the correspondence 
which bears the imprint of a delightful desk-to-desk conversation in an exchange of 
views and opinions. Such correspondence is a visit which cannot help but promote 
mutual respect and good will. : 

I have frequently felt that in the development of business a number of credit 
executives, in placing reliance upon certain mechanical indices relative to credit responsi- 
bility, were losing the value of that fine judgment and appraisal that distinguished 
their predecessors in the profession. 

If credit were only a matter of reference to a rating, all one would need would 
be a clerk possessed with good eyes. Credit files would be unnecessary. Credit experi- 
ences now so productive of an historical record would scarcely have been permitted. 

Today, we see the re-establishment in their proper position of the human factor 
and the personal relationship. Suppose tomorrow that you could personally meet at 
one point every customer on your ledgers. Of course, the President of your company 
would demand that you be in attendance. 

It is not possible for you to meet everyone of your customers, we will admit, but 
shortly you will have an opportunity to meet many men who not only know everyone 
of your customers but, in addition, know almost all the customers of the entire business 
interest of this nation. Here will be the opportunity to exchange credit management 
ideas with your fellow credit executives. 

During the week of June 17th, at Pittsburgh, the 40th Annual Convention of 
the National Association of Credit Men will be held. Credit executives from every 
state in the union will be gathered, meeting fellow credit workers, learning of sectional 
credit problems, discerning new credit developments. 

Now is the time to exercise individual judgment and re-establish the human 
relationship. The Convention at Pittsburgh may well provide the answer to lower 
credit losses in the years ahead, since it could easily be the starting point for the 
re-establishment of worth-while personal contacts. I hope to have the privilege of 
meeting you then so that we may all join in renewing our pledge to the principals of 


sound credit. 


Executive Manager, N.A.C.M. 





This salesman tells why he does 
better as a collector on his own 
accounts than can a “house man” 


By EDWARD P. B. LAURANCE 


ness is conducted, or however per- 

fect your methods, things will 

sometimes go wrong. Shipments 
are delayed; a customer's instructions 
(not always clearly given) are misunder- 
stood; something is overlooked; or a 
good customer forgets to pay his bill. 
If everybody is to be made happy in the 
long run, and harmonious business re- 
lations are to be preserved, all contin- 
gencies such as these must have intelli- 
gent and tactful handling. 

Who is best qualified to make these 
necessary adjustments? The salesman 
who calls on the customer to solicit his 
business, or the office? 

It is here that we meet with two 
sharply divergent viewpoints, strongly 
upheld, and both of which are backed 
by many forceful and cogent arguments. 
If the matter, whatever it may be, is 
handled by the office, and the customer 
does not feel amply satisfied by the ad- 
justment, he is apt to take it out on 
the salesman, and give him a vigorous 
calling down for something with which 
he has had nothing to do. He may 
not even be familiar with the details. 

When, as a salesman, I have been 
confronted with a situation of that kind, 
I have sometimes found it the best way 
out of the difficulty to take the attitude 
that it was too bad “but those people 
in the office don’t see things as we do, 
who are in closer personal contact with 
the customers. Don’t worry any more 
about it, and I'll have a talk with them 
when I get back.” In such a case I 
have never failed to keep my word, and 
have often succeeded in obtaining some 
further small concession which has 
pleased my customer, and to some ex- 
tent enhanced my standing with him. 

There lies here, I believe, one out- 
standing advantage in the system which 
relegates the settlement of matters of 
this kind to the office. The salesman, 


= No matter how carefully your busi- 
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That very live question: 
Should a salesman have 
anything to do with collec- 
tions? is discussed by a 
writer who has had experi- 
ence both as a salesman 
and an executive. While 
his dealings were in the 
horticultural trade, what he 
has to say about com- 
plaints and collections will 
be found applicable to 
other businesses. 


whatever the outcome, has the chance 
to retain his personal goodwill. It is 
realized by the merchant that if every- 
thing is not to his liking, the salesman 
is not to blame. The salesman is not 
put into the position of having to bar- 
gain with his customer, the merchant, 
for the best settlement he can obtain. 
It is a poor policy to force the salesman 
into doing this, as the retailer, espe- 
cially in the more out-of-the-way coun- 
try sections, looks upon the salesman as 
his friend in court, and expects him to 
act as his ambassador in the event of 
any difference or trouble. 

Another advantage that may be legi- 
timately claimed for home office adjust- 
ment is a more detached and impersonal 
treatment. Without doubt, the sales- 
man is apt to be unconsciously biased 
in favor of his customer. When he 
hears that John Merchant has written 
complaining of his last shipment, he 
will immediately visualize John Mer- 
chant standing in his store with a dis- 
gusted and angry expression on his face, 
telling him very plainly where he gets 
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off, and where he and his firm may go! 

His predominant thought is that he 
must go as far as he dare to satisfy 
John and to make him happy again, or 
he will experience some rough sledding 
in his endeavors to write further busi- 
ness! In short, perhaps without real- 
izing it, he is apt to take the attitude 
of attorney for the customer vs. his firm! 
On the other hand, the adjustment de- 
partment will go to work in an imper- 
sonal, judicial sort of way, and reach a 
solution—fair, possibly generous, and in 
the end acceptable to the complainant. 

Once, shortly after I had started as 
traveling salesman for a city wholesale 
house, I called on a country customer, 
and found him very much upset on ac- 
count of having been billed for a ship- 
ment he had received over a year ago, 
and which he claimed to have returned. 
He said he had no express receipt as he 
had mailed it to my firm to show us 
that the goods were coming back. 

My firm denied ever having received 
the goods or the receipt. It seemed as 
if matters had reached a deadlock, and 
we were, by continued inaction, on the 
way to losing a good customer. I sup- 
pose I must have represented the matter 
rather strongly on my return, as a com- 
promise arrangement was shortly after 
arrived at which saved the situation. I 
asked the general sales manager whether 
I ought not to have settled the matter 
personally on the spot, as by so doing | 
would probably have secured an im- 
mediate order which was actually placed 
elsewhere. 


“No,” was his emphatic reply. “You 
keep out of all that. What you have to 
do is to get orders. Most of our busi- 
ness comes to us through our road sales- 
men, and the amount of it we get 
depends very much on the impression 
they make and.their popularity with our 
customers. Refer all disputes back here. 
If he is so unreasonable as to be dis- 
satisfied with whatever adjustment we 
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may offer to make, he will not, at any 
rate, hold it against you personally, and 
you still have your chance to go on get- 
ting more business.” 

Whether this was sound reasoning or 
not may be open to question, but I pass 
it along ‘“‘as told to me.” 

One potent factor in favor of office 
adjustments is the saving of the sales- 
man’s valuable time. A traveling sales- 
man spends only a small percentage of 
his time in actual contact with his cus- 
tomers. Frequently much more time is 
occupied in getting around between 
them, arranging appointments and so 
forth. Most firms feel that it is of first 
importance that all of the limited 
amount of time that a salesman can 
spend face to face with his customers 
should be devoted exclusively to selling 
rather than dissipated on account col- 
lecting, arguing over differences and so 
forth. When a special call is necessi- 
tated, much time is unavoidably spent, 
which from a salesman’s standpoint, is 
practically wasted. 

An entire week’s carefully planned 
itinerary may be upset by a sudden call 
to straighten out some affair for a dis- 
tant customer whose case seems to brook 
no delay. 

So far the argument seems to be all 
in favor of letting the office take care of 
adjustments and similar details. Now 
let us take a look at the other side. In 
favor of the settlement of differences 
and disputes entirely, or almost entirely, 
by the salesman, there are considera- 
tions too important to be overlooked. 

In the first place, the salesman who 
calls on the customer regularly, prob- 
ably knows him better than anyone else 
who could be delegated to handle such 
matters. He will be able to size up his 
customer and his probable attitude to 
any proposals that may be brought for- 
ward. He will know whether he is of 
the type to make unreasonable com- 
plaints or demands, or seek to take the 
utmost advantage of every small irregu- 
larity. He will also be able to judge of 
the kind of adjustment that will appeal 
to his customer and best satisfy him. 

In many cases I have, as a salesman, 
come to a satisfactory arrangement with 
a disgruntled customer in the course of 
a short interview, at a less cost to the 
firm than the settlement suggested by 
the office. 

A second advantage gained by leaving 
the matter to the salesman to take care 
of is that adjustment can be made much 
more quickly. I believe that one of the 
most important principles in settling dis- 
putes is to act without delay and close 
the matter promptly. A long drawn 


"He will immediately visualize John Merchant standing in his store with a 





disgusted and angry expression on his face, telling him very plainly where he 
gets off and where he and his firm may go." 


out correspondence only annoys and ir- 
ritates a man who is, at the outset, in a 
mood to be irritated. The more he has 
to write and explain, the more the 
trouble will be impressed on his recol- 
lection thereafter. 

On the other hand, if the salesman 
comes to a satisfactory arrangement 
verbally, all is forgiven and soon for- 
gotten. 

The argument that the salesman’s 
valuable time is wasted by his having to 
take up such matters is largely dis- 
counted by the fact that he will have to 
hear all about it from the customer 
anyway! Whether placated or other- 
wise, the customer will almost certainly 
allude to the subject on the occasion of 
the salesman’s next visit. He will ex- 
pect the salesman to be conversant with 
all the details, and to have within his 
recollection just what was done, or not 
done. If he should appear to have no 
knowledge of the incident, the sales- 
man is bound to lose prestige. He will 
be mentally noted down as a mere order 
taker, having no very intimate relation- 
ship to the organization he ostensibly 
represents, and with no interest beyond 
taking orders, heedless of how they 
may be executed or of what treatment 
the customer may receive. 

On the thorny subject of collections, 
I think that most salesmen, if they could 
avoid it, would prefer having nothing to 
do with them. Nevertheless the duty 
cannot always be shirked. Looking at 
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it by and large, the man who sold the 
goods is logically the man to collect 
payment for them; especially if the 
debtor is inclined to hold off. To the 
merchant, it seems the most natural 
thing in the world to pay the bill he 
already owes to the man who is in his 
store taking an order for more goods. 
The system is certainly a help toward 
regular and prompt payments. Yet the 
salesman who makes collections is apt to 
find himself involved in much else that 
lies outside. of pure selling, such as cor- 
rection of minor errors, returns, rebates 
and what not. 

Now, my personal opinion is that no 
salesman can do his work thoroughly, 
and at the same time neglect such 
things. Whether the firm which em- 
ploys him approves of it or not, the 
merchant will take the salesman as rep- 
resenting his house in the fullest sense. 

Of necessity the salesman will have 
to give up some proportion of his time 
listening to “tales of woe’’ and will be 
expected to be able to adjust any sort of 
trouble that may crop up. While specific 
tules for his guidance may be formu- 
lated, to cover most ordinary contingen- 
cies, in certain circumstances individual 
discretion and applied commonsense 
have to be called into play. The most 
practical procedure is through the fullest 
cooperation between the man on the 
road and the office, neither feeling that 
the one is usurping the functions of the 
other. 
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Riding the pack on preference 
claims bring tidy dividend 


An interesting story about the recovery of 
$45,000 through some expert sleuthing 


By R.H. COLEMAN, Manager Adjustment and Service 


Bureau, Credit Association of Western Pennsylvania. 


require proof that the creditor re- 

ceiving a preference knew or had 

reasonable cause to believe the bank- 
rupt was insolvent, the recovery of a 
preference would be a simple matter, 
but then there would be no basis for 
this story—the story of a trustee’s suit 
against a bank that received payment in 
full. 

The method the bank used to obtain 
payment of its loan was obviously 
adopted to avoid a recovery by a trustee 
in bankruptcy, but the plan was too 
elaborate, and of itself indicated that the 
bank knew the financial condition of its 
debtor. Yet the very evidence which or- 
dinarily would be proof that the bank 
had such knowledge, was converted by 
them into proof that the bankrupt was 
solvent according to the bank’s last in- 
formation. 

We will give you the facts as they 
developed. In June of 1931, an invol- 
untary petition in bankruptcy was filed 
against the X corporation, which had 
been engaged in the retail furniture 
business in Pittsburgh, selling mostly on 
the installment basis. For some time the 
corporation had been carrying on a “‘go- 
ing out of business sale” but continued 
to buy new merchandise. A receiver in 
bankruptcy was appointed. He liqui- 
dated practically all assets, and had a 
balance on hand of approximately $12,- 
000 to be turned over to the trustee. 
Claims filed by creditors were in the 
neighborhood of $125,000. Counsel 
representing a majority of merchandise 
creditors succeeded in having his choice 
appointed trustee. An audit of the 
bankrupt’s records showed that a bank 
had received payment of its loan of over 
$200,000 during the four months pre- 
ceding bankruptcy, while the accounts 
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payable were not reduced in total. The 
bank—let’s say it was located in New- 
atk, N. J., because it was not—was in 
fact nearly three hundred miles away in 
another state. 

The officers of the corporation were 
examined thoroughly. They said the 
bank did not know of any insolvency, in 
truth the corporation fully expected to 
pay its creditors in full by slowly liqui- 
dating, and that the petition against 
them was a surprise. However, they ad- 
mitted that the officers had guaranteed 
payment of the bank’s loans. Naturally 
they did not want to aid the trustee in 
making any recovery from the bank. 
The corporation had issued no financial 
statements for two years—the last one 
showing solvency. 

The trustee was faced with a difficult 
proposition. He had no evidence that 
the bank had reasonable cause to believe 
this debtor was insolvent during the 
four months’ period. Besides he ordi- 
narily would have to sue in another 
state where he would be a stranger, 
whereas the bank would undoubtedly 
have some friends and depositors on the 
jury. 

The last-named difficulty was elim- 
inated by a novel proceeding. Pennsyl- 
vania laws permit a creditor to attach 
the property of a foreign corporation for 
a debt. A lien is immediately obtained, 
followed by the proceedings for judg- 
ment. If property of the bank could be 
located within the county and an attach- 
ment quietly issued, then, the bank 
creditor could be forced to defend the 
suit at the trustee’s home grounds. An 
investigation showed that the bank had 
no correspondent in Pittsburgh, but 
since it was a large institution, it seemed 
entirely probable that it would have a 
deposit in a Pittsburgh bank. By the 
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process of elimination, the Pittsburgh 
bank likely having such deposit was nar- 
rowed to two. An attachment was then 
issued suddenly, and fortunately a de- 
posit was tied up in a local bank. Thus 
it came about that the courts of Alleg- 
heny County obtained jurisdiction in a 
preference suit where the defendant was 
located in another state. 

It has always been considered good 
policy for a trustee to thoroughly ex- 
amine all books, papers, and records of 
a bankrupt company where fraud, crim- 
inal or civil, is involved. The invoice 
files and the accounts payable did not 
show that there had been any audit of 
the corporation’s affairs, but the cash 
book did show a payment made to a 
certified public accountant. The trustee 
immediately checked up and found that 
an audit had been made in November 
immediately preceding the bankruptcy, 
and a further investigation indicated 
that the audit probably was inspired by 
the bank creditor, and that they of 
course had received a copy of the report. 

Accordingly, an order was obtained to 
examine officers of the bank before the 
referee in their district, and subpoenas 
were issued for the audit and various 
records of the bank. This resulted in 
the production of a copy of the auditor's 
report, and testimony to the effect thar 
the bank had directed the auditor to 
make a thorough investigation of the 
corporation’s affairs, with the result that 
the balance sheet included in the audit, 
as of a date eight months prior to the 
bankruptcy, showed the corporation to 
be insolvent. That is, the company was 
insolvent under the bankruptcy defini- 
tion—its assets at a fair valuation were 
less than the debts, exclusive of capital 
stock. 

It now looked as if it would be a sim- 
ple matter to show that at all times 
during the four months, when preferen- 








tial payments were made, the bank 
knew of the insolvent condition. How- 
ever, the balance sheet showed in the 
liability column a large sum of money 
due officers of the corporation for loans. 
As stated before, these same officers were 
endorsers on all the notes at their bank. 
The audit further reported that the cor- 
poration was being liquidated with the 
intention of discontinuing business, and 
therefore the assets were valued in an 
amount which the accountant thought 
could be realized. 


Did the bank immediately start to call 
its loans when they received this state- 
ment? No, something else was yet to 
happen. During the next several months 
following the auditor's report, the cor- 
poration, notwithstanding that it was 
liquidating with the intention of discon- 
tinuing business, arranged for authority 
to increase its authorized capital stock, 
and having obtained such authority, the 
good officers of the corporation agreed 
to convert their loans into capital stock, 
thereby making the company solvent 
under the bankruptcy definition. No 
one would wish to imply that the bank 
had made any suggestion as to the con- 
version of these debts into capital stock. 
The bank claimed that the officers at all 
times stated that these were capital 
loans, and could be regarded as a stock 
liability. It seems that the accountant 
had recommended that the conversion 
be made, but at any rate, it did happen, 
and the trustee was again faced with the 
proposition of proving that the corpora- 
tion was insolvent at the beginning of 
the four months’ period. After the 
trustee put his auditors to work, it was 
determined that during the time con- 
sumed in converting the loans into cap- 
ital stock, the corporation had heavy 
losses in liquidating, and that at the be- 
ginning of the four months’ period was 
actually insolvent again. 


Let’s see what happened during 
the four months immediately preceding 
bankruptcy. The bank, when its notes 
became due, began to shorten the time 
when they would again mature. Then 
the officers of the corporation persuaded 
the bank to discount installment or 
serial notes covering sales to customers. 
The bank agreed to this only after they 
had been given security to protect them 
against any loss they might have on any 
notes which would prove uncollectible. 
It is of course a coincidence that the 
amount of discounted notes plus the 
security to guarantee any loss on them 
was approximately the amount of the 
bank’s original loans to the corporation. 
The proceeds of the notes were depos- 
ited with the bank in the ordinary 


checking account which the bankrupt 
corporation had had for some years. 
They also carried a checking account 
with a local bank, using both accounts 
for ordinary business purposes. The 
bankrupt corporation also made deposits 
of cash realized from its liquidation sale, 
and with the proceeds of the discounted 
notes, built up some sizeable balances 
from time to time during the four 
months’ period.. So it came about that 
the bank, holding notes that were matur- 
ing about once a week, set off these bal- 
ances to the payment of the notes, with 





The Bankruptcy Act provides that preference claims shall be allowed 


stallment plan to convert the accounts 
into notes. 

A bank normally has the right to set 
off a customer's deposits against notes 
without creating a preference, but where 
it can be shown that the bank knew of 
the insolvency of the customer at the 
times the deposits were made, the set- 
ting off of these deposits made within 
the four months’ period does constitute 
a preference. 

The trustee could show that the bank 
knew of the insolvency in November, 
but with the conversion of officers’ loans 


if the creditor knew of the insolvency within four months of filing the 
petition. To prove such facts requires some careful checking and 


close followup on every clue. 


the net result that a week prior to bank- 
ruptcy the old indebtedness of the bank 
was paid, and it held nothing but the 
discounted notes of customers plus the 
security to cover any loss. It is signif- 
icant too that the checking account with 
the bank creditor showed only one or 
two disbursements to creditors other 
than the bank during the four months’ 
period. The examination at the various 
hearings before the referee showed that 
the bank had not at any prior date ac- 
cepted any customers’ paper, and as a 
matter of fact, the corporation itself had 
not taken any serial notes from its cus- 
tomers during the years of its operation 
until shortly before bankruptcy. At that 
time they required their customers who 
had purchased merchandise on the in- 


into stock, the bank claimed the corpora- 
tion then was solvent—and that was 
their last information. However, the 
admission was made that the auditors 
did not take into consideration the costs 
of liquidation, so that the bank knew or 
should have known that the corporation 
shortly would be in the red. This fact 
was extremely important and undoubt- 
edly lead to the bank’s final offer of 
compromise—$45,000 cash and the stip- 
ulation that the bank would not file any 
or all of its claim. 

The creditors realized about as much 
as they would have received out of a 
favorable verdict for the trustee, because 
after all, if the bank surrendered its 
preference, it could file its claim, and 
take back most of the money. 
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Is the old rabbit trick 









a take or a possibility ¢ 


bits can be drawn out of a hat at the 

wave of a magic wand. They must 

believe it—for how else can we ex- 
plain the survival of some of our pres- 
ent day economic theories? These ‘‘rab- 
bit” theories are again assuming new im- 
portance, as we view some of the ideas 
being advanced, ostensibly for the fur- 
therance of greater prosperity. 

These “isms” are by no means confined 
to those in public life. In spite of our 
usual tendency to blame the government 
for almost every thing, it is only fair to 
admit that many business men and other 
private citizens are by no means immune 
from an abiding belief in the power of 
magical formulas for bringing business 
progress. 

One of these ideas which persists is 
that rapidly rising prices bring prosperity, 
irrespective of the causes for the price 
increases. There is just enough logic in 
this view to make it seem plausible. It 
is true that buying is likely to be tem- 
porarily stimulated by rising prices be- 
cause the purchaser wants to make his 
purchases before the price goes still 
higher. This statement holds within 
itself however a direct implication of the 
insecure ground upon which the entire 
argument rests; for the purchaser, if buy- 
ing is to be stimulated, must feel that 
prices will continue to rise. He buys for 
future usage because of this fear. 

Obviously there will come a time when 
he again limits his purchases either be- 
cause he no longer fears higher prices or 
because he has already purchased more 
than he is likely to sell within a normal 
turnover period. When that time ar- 
rives he is naturally tempted to further 
stimulate sales by progressively relaxing 
normal and sound credit standards. In 
other words, he begins to sell “credit 
terms” on bases which will be more and 
more risky for the seller and jeopardize 
the chance of making profits. There is a 
point of satiation there also beyond which 
people will not discount their future in- 
comes or at least beyond which they 
should not discount them. When that 
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point is reached, the consumer decreases 
his purchases and we have the “buyer's 
strike.” 

The seriousness of these conditions is 
destructive of any continued prosperity ; 
but when still another angle enters, this 
seriousness is further intensified. When 
the banks enter into the spirit of the 
game, joining the manufacturer and the 
merchant in the attempt to encourage 
sales by discounting future income, the 
play soon spreads from the use of com- 
modities to the use of securities as the 
pawns in the game. Men are not only 
permitted but encouraged to go into debt 
by mortgaging their homes, their chattels 
and their future income in order to buy 
the stocks of the companies producing 
the commodities. The money thus se- 
cured is used as a means of still further 
developing the facilities for producing 
commodities at a time when a demand 
for commodities at a fair-profit price is 
already stretched to the breaking point. 
The breaking point soon comes with the 
accompanying collapse of buying power 
and of the value of merchandise and ac- 
counts receivable. 

This does not mean that rising prices 
are necessarily detrimental to prosperity. 
It does refute the often expressed idea 
that it makes no difference what the 
cause of the rising prices may be. It 
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makes a great deal of difference whether 
the rising prices are the result of a nat- 
ural development or whether they are 
brought about through such artificial 
stimuli as excessive inflation of money or 
credit or through high pressure sales 
methods. The real truth is that actual 
prosperity brings higher prices rather 
than that rising prices bring actual pros- 
perity. 

All of this is not theory. It is pain- 
ful history. Those who have observed 
the mutations of business during the past 
decade know both that it is history and 
that it is painful. As history it is not 
worth recounting unless it has value in 
warning us against repeating the mis- 
takes while we are still striving valiantly 
to overcome the results of our folly of the 
late twenties. 

Now again it seems that we may not 
have learned much; for we are once more 
turning our eyes toward the old rabbit 
trick of attempting to build prosperity 
by some artificial stimulation of prices. 
Perhaps we must revise some of our old 
copy book maxims and start by revising 
the bromide about the burned child fear- 
ing the fire. While our burns of six years 
ago are still unhealed, we are showing 
positive symptoms of wanting to heal the 
burns by placing the same hands in the 
same fires. 

How else can we explain some of the 
current ideas about artificial price in- 
crease, about discounting future income 
and about the nature and use of credit? 

Credit must be “opened up’ we say. 
How? By encouraging the sale of terms, 
even though the sale of terms is likely to 
result in ultimate losses? We cannot 
build a sound prosperity upon sales vol- 
ume alone. We tried that method. It 
can be built only upon a chance for fair 
profits; and profits are only partially 
dependent upon sales. Ultimately those 
profits must rest upon collections. 

This does not imply or even suggest 
a “restricted” credit policy. Credit should 
be more “liberal” in one sense if we are 
to make progress. It cannot be based 
solely upon financial statements and 
records of assets and liabilities. The im- 
portance of the human element as a factor 
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in credit evaluation should be increas- 
ingly recognized. The evaluator of 
credits, be he banker or commercial 
credit man, must be qualified to judge of 
the character and ability of the prospec- 
tive debtor. Otherwise at a time when 
financial statements generally make prof- 
itless reading, business will be stifled and 
retrograde rather than advance. 


This type of credit expansion is sane, 
for it places credit where it belongs; 
namely, as a positive and constructive 
force in business rather than as a negative 
and retarding force. The statement that 
this type of expansion is sane implies, of 
course, that it will be administered sanely 
by men who are competent of such ad- 
ministration and that they are provided 
with the tools needed to assist them in 
such administration. General appeals for 
a liberalizing of credit terms in order to 
maintain or to start in business those who 
have no real qualifications for being there 
is not progressiveness. It is destructive 
reactionaryism ; for it will carry us back 
to the evils of six years ago. 

The fallacy of artificial price stimula- 
tion is at the root of many of the other 
“phobias” of the day. We are now 
going through a siege of radio and pub- 
lished appeals for inflated money, inflated 
credit, inflated spending and almost every 
other kind of inflation as a means toward 
prosperity. Unfortunately most of these 
public appeals, even though those who 
may be responsible for them are sincere, 
forget the all important fact that some- 
thing cannot be made out of nothing. 
It is easy to manufacture money but it is 
difficult to manufacture values. It is easy 
to pass laws designed to spread employ- 
ment and create purchasing power. It is 
difficult actually to create that purchasing 
power, since it must ultimately be based 
upon the ability of business to make 
profits. 

Along with the high price school of 
thought we have akin to it the views of 
those who tell us that business advance- 
ment must be subordinated to social ad- 
vancement. Here again we run into the 
same fallacy ; namely, that social advance- 
ment in the form of better living condi- 
tions must rest upon business advance- 
ment. And here again business advance- 

ment is not likely to come without the 
profit incentive. 

Many of the proposals for benefiting 
labor are based upon this idea of improv- 
ing social conditions. Few will claim 
today that labor has always been fairly 
treated in all businesses or that it is being 
fairly treated in all businesses today. 
There has been and is too much short- 
sightedness in the view that purchasing 
power can be maintained even though 
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adequate wages are not paid to those who 
must maintain that purchasing power. 
However, attempts to remedy this con- 
dition by legislation for quick and drastic 
reduction in hours of labor and general 
increases in wages will destroy rather 
than up-build, will decrease rather than 
increase employment. 

Time and time again we have gone 
through these attempts to prove that rab- 
bits really existed where there were no 
rabbits. A few years ago the current 
school of thought was addicted to the 
lure of the “new economics.” This had 
several points of characterization, all of 
which centered about the idea that the 
old principles of economics and of busi- 
ness were passé and believed only by old 
fogies who were still so foolish as to 
think that two and two make four. In 
the reign of these ‘progressive’ ideas of 
six years ago, we thought that prosperity 
might be built permanently upon high 
pressure selling, upon discounting future 
income and upon a structure of rapidly 
rising prices regardless of causes for 
those price increases. As a corollary to 
the idea, the law of supply and demand 
was “repealed.” Those who had “pro- 
gressed” in thought said that the thing 
to do was to create as much as possible 
and then to find or create the market for 
it. One way of creating a market was 
through high pressure selling; another 
was through the selling of credit terms. 
Both were shortsighted, more particularly 
the second; for selling of credit terms is 
based upon the false assumption that 
credit terms are commodities to be sold 
just as shoes, clothing and hardware or 
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fair price and high quality service can 
be sold. 

There is a current advertising slogan— 
“It is fun to be fooled—it is better to 
know.” This is more than an advertis- 
ing slogan. It is a fact. It is fun to 
see the magician pluck rabbits from the 
hat. It is sheer foolishness to believe that 
the rabbits were there all the time and 
that they may continue to be extracted 
whenever we decide that we would like 
to have rabbit stew. We are not going 
to build either social advancement or 
business advancement separately, for one 
cannot be built without the other. We 
are not going to build either by trick 
methods, whether those methods be ap- 
plied in the field of sales or credit or pro- 
duction. Business can be built only upon 
the basis of opportunity for reasonable 
profits and upon a basis of fair treatment 
in wages and hours for those who con- 
tribute to the making of those profits. 
No one of these questions having to do 
with inflation of money, credit or prices, 
or having to do with wages and improved 
conditions for labor can properly be 
treated as a separate entity. They are 
corelated in their effects upon all. 

The danger in the arguments advanced 
by many of those who have recently 
sprung into the head-lines as popular 
leaders of thought, is that their ideas can 
be made to sound so plausible and so 
humanitarian. We may assume sincerity 
and honesty of purpose on the part of 
these popular leaders. Sincerity and 
honesty of purpose make the various pro- 
posals more dangerous; for those very 
attributes make unsound doctrines more 
appealing—particularly when so many 
millions of people are groping hopefully 
toward better living conditions. 

If currency inflation, credit inflation, 
artificial price stimulation and all of the 
other proposed panaceas were likely to 
injure only a few wealthy men, there 
would be no valid argument against 
them. But history is so replete with 
examples of the dire results of similar 
experiments that there should be little 
doubt as to who is likely to be hardest 
hit. The man of small means, the wage 
earner and salary earner—these are the 
ones who suffer most when prices in- 
crease at a rate beyond increase in the 
worker’s monetary income. These are 
the ones who are usually left penniless 
or jobless when “dicounting of future in- 
come” has been stretched to the breaking 
point. The banker and the capitalist may 
suffer—but their suffering is not in pro- 
portion to the loss of livelihood on the 
part of the wage and (Cont. om page 45) 
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Stigmatism is dangerous — 
when appraising credits 


Only when you see the whole picture can you form a true 


opinion of values. 


By ROY A. COLLITON, Director 
Credit Interchange Bureaus, N. A. C. M. 


If you had been in a certain Bank- 

ruptcy Court in a middle-western 

ly section of the country one afternoon 

about two and one-half years ago, 

you would have heard the representatives 

of a debtor corporation making a state- 
ment something to this effect: 

“We are mighty sorry this bank- 
ruptcy petition has been filed. We 
started this business about eight months 
ago and haven’t been able to make a 
profit so far; in fact, the business has 
been losing money. We do believe that 
had we been given time, we could have 
worked out and paid creditors one hun- 
dred cents on the dollar. The three 
creditors filing this petition have ruined 
our chance of doing that. As matters 
now stand, our assets consist of a filing 
cabinet and three cases of tobacco worth 
about $60.00. We can’t tell you ex- 
actly how much we owe because our 
boooks have been lost, but it’s some- 
thing between $30,000.00 and 
$40,000.00. 

“We are sorry. If these three cred- 
itors hadn't forced the issue, we are sure 
everything would have come out all 
right. (Aside—How did we overlook 
that tobacco?)” 

Then later, as a creditor you would 
have received the usual notice like this: 

“To the Creditors of 
a Bankrupt: 

Notice is hereby given that on the 
—day of , 1932, this said 
was duly adjudicated bankrupt. .. . 
The first meeting of creditors will be 
held at the Bankruptcy Court of the 
Referee at his office———, at which 
time creditors may prove their claims, 
appoint a trustee, consider the 
advisability of sale of the assets of said 
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estate either at public auction or pri- 
vate sale, etc, etc.” 

The final chapter of this true story 
was written about ninety days ago when 
a jury came in with a verdict which said 
in effect: ‘We find the defendant 
guilty of having defrauded their 
creditors.” 

‘Had you, too, followed all the de- 
tails and activities in this case from the 
time when the buying spree was under 
way, through the subsequent develop- 
ments of the bankruptcy proceedings, 
and to the final chapter, you would 
doubtless check with the conclusion 
that no sympathy can be felt for the 
bankrupts and even less for most of the 
creditors. The bankrupts, now con- 
victed, were dubs in the fraud game. 
They violated too many of the rules of 
a well conducted fraud scheme. They 
got only what was coming to them. 

Most of the creditors, too, acted like 
dubs in the credit game. They violated 
too many of the rules of a well-con- 
ducted credit investigation. They got 
only what was coming to them—a nice 
amount of losses. 

Of course, they partially squared ac- 
counts with the bankrupts by the 
prosecution and conviction, but they are 
still out their money. 

To make the picture clear, here are 
some of the side-lights on this story, 
showing the background, how it was 
done, and why the creditors lost. 

Prior to this failure one of the bank- 
rupts had suffered a quite profitable 
fire, had some difficulty, but finally suc- 
ceeded in collecting from the insurance 
company and dodging an arson charge. 
Then a bit later, he happened into a 
town at a time when an old-established 
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concern was liquidating its business. He 
bought a few of the fixtures—in which 
he was not interested—and in the pur- 
chase secured a supply of their letter- 
heads—in which he was very much in- 
terested. 

Using the letterheads, he put on one 
of those rackets of buying on the other 
fellow’s credit. Many of the local folks 
could not understand why a candy 
manufacturing business had occasion to 
buy quantities of such items as pickles, 
sauerkraut, vinegar, and what not. As 
a result, he acquired a rather question- 
able local reputation. However, he was 
wise in one respect. He wasn’t quite 
so ambitious as he later became and 
made his purchases in nominal quan- 
tities. As a consequence when bank- 
ruptcy occurred and schedules showed 
assets of $12.00 and liabilities of 
$12,000.00 or thereabouts, no one was 
sufficiently involved or interested to 
force the issue, and he got away with 
it without trouble or embarrassment. 

Apparently this venture of his at- 
tracted the attention of another in- 
dividual in the town who was blessed 
with a rather flexible code of ethics and 
who saw some prospects for some easy 
money. So, he joined forces with this 
chap who had conducted the candy 
business, and they started the racket 
which had its conclusion in the Crim- 
inal Courts. 

Because of his former activities and 
reputation, the erstwhile candy manu- 
facturer elected to stay in the back- 
ground this time. He posed as a mete 
bookkeeper who had no interest in the 
business. Through his partner, they so 
juggled matters as to make it appear 
that one or two of the responsible busi- 
mess men of the community were the 
part owners and backers of their ven- 





le 


if- 
< 


er 


ture. Beginning on that basis and 
juggling names, they got things well 
organized and a good credit reputation 
established; bought some merchandise, 
and then later by incorporating the 
business figured on passing the buck to 
the creditors—and from point of pay- 
ing their bills, they succeeded. 

They bought merchandise on their 
manufactured reputation for a period of 
two or three months. Their principal 
reference was a local bank to whom 
they referred all prospective creditor- 
contributors. However, after a time 
this bank learned that the responsible 
men were not in the party, got a bit 
curious because of the number of in- 
quiries they were receiving, and it be- 
came doubtful whether they could longer 
be safely used as a reference. But be- 
fore that happend the two promoters 
had evolved a new and somewhat orig- 
inal idea. They asked the bank to give 
them a copy of the letter they—the bank 
—had written to one of the concerns 
inquiring about them. Then as they 
placed other orders, they sent a copy of 
the bank’s letter along with the order. 

That was an excellent arrangement. 
It relieved the bank of the work of re- 
ceiving and responding to inquiries with 
reference to their credit. It anticipated 
the curiosity of those who received or- 
ders. And finally, it helped in getting 
prompt shipment of merchandise—the 
purported bane of the credit man’s ex- 
istence. 

Briefly and without all of the detail 
and trimmings, this is the story of how 
these two promoters operated. Of course, 
in addition to the bank letter, many of 
the creditors invited themselves into the 
party by depending upon that ever pro- 
lific creator of unnecessary loss—out- 
of-date information. But the weakness 
of out-of-date information has been 
stressed so frequently that it seems fair 
to say that when a creditor relies on that 
type of data and gets stuck, he gets only 
what he went looking for. 

In fairness, it must be admitted, how- 
ever, that the definition of what consti- 
tutes out-of-date information is not al- 
ways understood. It is not appreciated 
that the opening of a new account by a 
customer changes his whole picture; 
that information prior to the placing of 
the order automatically become obso- 
lete with the new commitment; that if 
he is to protect himself and the interest 
of the other creditors, the recipient of 
the new order must check carefully with 
those other creditors otherwise he can- 
not possibly make an accurate appraisal 
of the situation for himself and at the 
same time will be jeopardizing the in- 


A Credit Interchange report 
credit picture in 


terests of every other creditor. 

Too often nowadays, the protection of 
an old creditor is completely destroyed 
by the foolishness of new creditors. But 
it is to be remembered that both parties 
are equally guilty because they help one 
another in their mutual destruction. 

As stated, the two promoters in the 
case mentioned, made too many mis- 
takes. They indulged in practices which 
no good fraud promoter would consider 
or tolerate. Appropriating the other 
fellow’s name and credit is a piker’s 
racket. Sooner or later it leads to trou- 
ble. 

These promoters were over ambitious. 
They were not satisfied with a reason- 
able return on their time and investment. 
Perhaps the game looked too easy. At 
any rate, placing orders often exceeding 
$1,000.00 which was done in this case, 





provides a mirror of the true 
any one industry. 


is the hall mark of the noyice. No good 
professional promoter evér buys in large 
quantities from new creditors because 
these creditors do not take large losses 
from new accounts with a smile, partic- 
ularly when unusual or suspicious cir- 
cumstances surround the loss. 

Again, the placing of these large or- 
ders was unwise because when bills be- 
came due creditors took drastic action to 
collect. They didn’t wait the usual pe- 
riod of time to allow the matter to par- 
tially cool off and everyone to become 
somewhat reconciled. As a consequence, 
the petition in bankruptcy was filed too 
early, when the matter was altogther too 
fresh in the minds of creditors. 

To cap the climax, these promoters, 
unfortunately for them, ran afoul of a 
credit man who was on the job and who, 
when he learned (Continued on p. 45) 
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Congress holds 


center ot stage 


@ Emergency agencies lose the 


spot-light of public attention 


by CHARLES F. BALDWIN, Manager, 
Washington Service Bureau, N.A.C.M. 


Washington, D. C., May 15— 
The Washington spot-light during 
7 past month has been focused 
\v almost entirely on Congress and the 
President, leaving in temporary ob- 
scurity the activities of the many emer- 
gency agencies which last year and the 
year before at this time held the center 
of the stage. 

There have been indications for some 
time that the New Deal has arrived at a 
cross-roads of some of its basic policies 
and the complicated machinery that was 
hastily built to carry out the various re- 
covery plans of the President has slowed 
down until more motive power is sup- 
plied by Congress. Generation of that 
power is not being accomplished with- 
out difficulties. 

If the previous Roosevelt Congresses 
resembled willing work horses which 
responded to every flick of the master’s 
whip the present session may be likened 
to a capricious steed which prefers to 
prance and kick its heels before obeying. 
The result of the difference is best illus- 
trated by the amount of grist which has 
passed through the national legislative 
mill since it convened in January. Up 
to May 10, Congress had enacted only 
54 public laws, 32 private laws and 17 
public resolutions, hardly an impressive 
record of nearly four and one-half 
months of legislative work, in compar- 
ison with the voluminous output of 
some previous sessions. 

As one Washington political com- 
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mentator observed recently: ‘The great- 
est deliberative bodies in the world 
appear to be deliberating more for the 
purpose of delay than delaying for the 
purpose of deliberating.” 

Possibly a fairer appraisal would as- 
cribe the very obvious legislative delays 
partly to Congressional uncertainty re- 
garding the state of the public mind and 
partly to genuine individual opposition 
to some of the legislation which has 
been proposed. The delay in providing 
laws to carry on the plans of the New 
Deal cannot be ascribed to mere inertia 
on the part of Congress. For the first 
time since the inauguration of Mr. 
Roosevelt the more conservative mem- 
bers of the House and the Senate, par- 
ticularly the latter, have begun to assert 
themselves. In this sense the present 
Congress, by comparison with its imme- 
diate predecessors, presents an interest- 
ing reflection of public thought as well 
as the current status of the New Deal. 

The New Deal Congress which 
created the new agencies which laid the 
cornerstone of the President's program 
mirrored almost exactly the desire of the 
people for action, even hasty and pos- 
sibly ill-considered action at times. The 
legislative record of that session, with 
its bumper crop of “‘recovery and tre- 
form’ measures, illustrates how quickly 
that public demand was translated into 
the very broad powers which the Presi- 
dent requested. It also reflected to no 
small degree the persuasive influence of 
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the withheld patronage which was of- 
fered as a sort of political sugar-plum 
for those members who would vote with 
the Administration. 

Even before the present Congress con- 
vened two fairly well-defined conjec- 
tures as to its probable conduct were 
generally accepted by observers of the 
political arena. One was that the ses- 
sion would be marked by considerable 
open and concealed conflict between 
conservative and liberal (or radical) ele- 
ments in the majority party. The other 
was that many of the newly-elected 
members who owed their election more 
to prevailing conditions at home than to 
political obligations, would probably be 
political bad boys whose cavortings 
might give the Administration some 
trouble. 

Both opinions hase been borne out. 
The record to date of the Congress 
shows a clear alignment according to lib- 
eral or conservative tendencies, with 
some members of the Democratic party 
in good standing voicing persistent op- 
position to many of the policies of the 
Administration. Some of the fledgling 
members have caused the expected 
trouble although so far they have not 
been permitted to get out of hand to a 
point where they could create serious 
difficulties. They have, however, suc- 
ceeded in lending vigorous and vocal 
support to certain of the more liberal 
bills and have evidenced a bland disre- 
gard for the long-established tradition 
of “first term silence” which has pro- 
foundly shocked the party leaders. 

The most significant characteristic of 
this Congress has been its dalliance with 
the President’s legislative program. Up 
to this writing the Work Relief bill is 
the only major part of that program 
which has been enacted into law. That 
bill was reported in the House on Jan- 
uary 23 and was not finally passed until 
April 5. It must be recognized, how- 
ever, that this law has given the Presi- 
dent the most effective of all the instru- 
ments which he requested to launch the 
second part of his recovery program. 

In considering the present legislative 
situation it is well to remember that, 
even if none of the other major Admin- 
istration bills was passed at this session, 
the President would still be able to carry 
on his plans for relief. 

It is possibly significant to note that, 
while the President has been given 
means to continue his relief program, 
the important measures which might be 
described as basic :parts of his reform 
program are encountering a considerable 
amount of opposition. On the calendar 
of major unfinished Congressional busi- 
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ness as this article is written are the 
extension of the NRA, social secur- 
ity legislation, the banking bill and the 
utilities bill, all of which are designed 
to bring about what the President re- 
gards as necessary changes in our eco- 
nomic organization. A brief glance at 
the current status of these and other 
bills before Congress may be of interest. 

On May 15, only two major bills, 
apart from those required to carry on 
the ordinary business of the government, 
have become law. These are the relief 
appropriations measure and the bill to 


‘ abolish income tax publicity. The lat- 


ter was at first a wistful hope rather 
than an expectation but touched off a 
tremendous blast of public demand for 
its passage. Among the pending bills is 
one to provide home mortgage relief 
through the Home Owner’s Loan Cor- 
poration, which was reported in the 
House on February 21, and has passed 
both houses with modifications which 
are now being considered in conference. 

The war profiteering bill passed the 
House on April 19 but is still pending 
in the Senate. The so-called Banking 
Act of 1935—to amend the Federal Re- 
serve Act—has passed the House and is 
being considered by the Senate com- 
mittee. The Emergency Railroad Trans- 
portation Act (the so-called Eastman 
bill) was reported in the Senate on May 
7 but has not received action by either 
that body or the House. The Social 
Security bill passed the House on April 
19 and is under consideration by the 
Senate Committee. The bill to extend 
the NRA was reported in the Senate on 
May 2. Despite the President's insis- 
tence upon a two-year extension of the 
NRA the Senate has passed the Clark 
amendment which limits the extension 
to April 1, 1936. The amendment also 
prohibits general price-fixing in codes 
and exempts purely intra-state business 
from codes. Opponents of NRA are 
not concealing their belief that this 
action—if approved by the House—may 
sound the death knell of NRA. The 
President and others fighting for the life 
of the NRA have pinned their hopes 
to the hope that the House will insist 
on the two-year extension and that the 
Senate will yield in is present stand. 

A concensus of opinion of well-in- 
formed observers of the Washington 
situation inclines toward the belief that 
the home mortgage bill will be finally 
passed; that the banking bill will be 
passed possibly, but not certainly, with 
some modifications; that the railroad 
transportation bill will not be passed at 
this session. Some observers feel that 
the social security legislation, which is 


very near to the President’s heart, may 
be passed after the removal of certain 
sections which are encountering deter- 
mined opposition. 

Recently, the previously unswerving 
attitude of Administration leaders on 
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the Fletcher-Rayburn bill to abolish util- 
ity holding companies and further regu- 
late utility companies seems to have 
shown some signs of weakening. This 
has encouraged the belief that there is 
now more possibility of compromise on 
some of the more controversial provi- 
sions of the bill. It is no secret that 
members of Congress have been under 
heavy pressure from their districts to 
vote against the measure and that the 
earlier enthusiasm of some of them for 
the bill has weakened under the strain. 
At the moment, passage of the bill seems 
likely, but not until it has been sub- 
jected to important modifications. It 
appears doubtful if the legislation as 
enacted will be as extreme as the orig- 
inal measure. 

The likelihood of passage of some of 
the more controversial legislation de- 
pends, of course, on how long Congress 
will be kept in Washington. If the en- 
tire Administration program continues 
to be demanded, it is possible that Con- 
gress will adjourn until late July and 
possibly even later, 

If, on the other hand, the President 
and his Congressional advisers deem it 
advisable to take part of the program 
and not insist on a long struggle over 
the bills which will meet most persistent 
Opposition, adjournment will be earlier. 
Congress has sat through July only once 
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since the World War and it is a reason- 
ably safe assumption that the pressure 
to adjourn which usually comes with the 
arrival of a Washington summer will be 
no less urgent this year. Many members 
of Congress feel, however, that the 
President will press for passage of his 
“must” legislation even at the cost of 
prolonging the session into the summer 
months. 

Recently, Congress has shown more 
signs of legislative speed. If this ten- 
dency continues adjournment may be 
earlier than is now expected. 

The outlook for taxation legislation 
is still obscure and it is, of course, po- 
litically expedient that it should remain 
so for as long as possible. Except for 
statements from high officials concern- 
ing the necessity of meeting the cost of 
any bonus legislation by increased taxes, 
there has been a conspicuous scarcity of 
comments from Administration leaders 
regarding the possibility of higher taxes. 
Many observers feel that the latter days 
of Congress will bring forth legislation 
providing some higher “nuisance’’ taxes, 
and higher inheritance and possibly ex- 
cess profits taxes. It is still impossible, 
however, to attempt even a reasonably 
accurate: estimate in this regard. 

The two labor relations bills—the 
Wagner bill in the Senate and the Con- 
nery bill in the House—have been re- 
ported from committee and efforts are 
being made to hasten their considera- 
tion. The bills are substantially alike— 
both are designed to set up a Labor Re- 
lations Board, a sort of Supreme Court 
for labor, and to abolish so-called ‘‘com- 
pany-dominated” unions. The Wagner 
bill provides for an independent Board ; 
the Connery bill would place it under 
the Department of Labor. 

Apart from legislative matters, the 
center of the Washington stage at the 
moment is occupied by the President's 
work-relief plans. These involve a 
three-man control set-up, working di- 
rectly under the President in the distribu- 
tion of the huge sum which has been 
appropriated, much of which will be 
spent through established governmental 
agencies. To employ the football met- 
aphor frequently used by the President, 
the work-relief ball will be passed from 
Walker, to Ickes, to the President to 
Hopkins. The ball-carrying prowess of 
the latter will be determined by his abil- 
ity to transtorm unemployed rolls into 
lists of workers on new projects. 

There is no doubt that the President 
regards this program as the spear-head 
of his greatest attack (Cont. on page 39) 
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Public enemy No. 


The “takings “of all the Dillingers, all the “Baby Face” Nelsons and 


their like are quite insignificant as compared with the losses to business 


through the manipulations of the commercial racketeers. 


By CHARLES J. SCULLY, Director, 
Fraud Prevention Department, N. A. C. M. 


much space has been given in the 

press and magazines to the activities 

of the Dillingers, the “Baby Face” 
Nelsons and others of their type, and to 
the successful combat waged against 
them by the Federal Bureau of Investiga- 
tion. It is probably little known that the 
schemes of these bandits, which at times 
netted them sizeable amounts through 
kidnaping ransoms and bank burglaries, 
etc., were scarcely a drop in the bucket 
compared with the amount lost by mer- 
chants and manufacturers through the 
operations of commercial fraud gang- 
sters during a similar period. 

This brings home the words that “the 
pen is mightier than the sword.” For 
while the commercial crook rarely re- 
sorts to use of the sword of violence in 
the pursuit of the other fellow’s money, 
nevertheless, as statistics show, the mone- 
tary rewards—if rewards they can be 
called—are far greater and offer less 
chance of physical danger to the crooks 
themselves. 

The schemes of the commercial racke- 
teers are scarcely ever spontaneous. On 
the contrary they are, as a rule, the result 
of long and clever planning. Every 
angle is looked into from the securing 
of the merchandise, the method of dis- 
posing of same, as well as the covering 
of all traces of their movements during 
the operation of the scheme and, of 
course, the “get-away.” The entire 
scheme, in so many instances, is so care- 
fully mapped that it would call for com- 
mendation, rather than condemnation, 
were it not in violation of the law. 

One of the principal procedures in 
Starting a racket is to secure the services 
of what is commonly known as a “‘front 


Fy sh the past twelve months 
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man,” a person of heretofore good re- 
pute, one whose manner and general ap- 
pearance in itself would disarm pros- 
pective creditors. The real backers of 
the scheme are rarely, if ever, seen about 
the place of business nor in the transac- 
tions of the shady business do their 
mames appear, so that later when the 
business collapses the only one left is the 
“front man,” who usually is found to 
have been engaged on a salary basis and 
who is expected to shoulder the blame 
for the remuneration given him. 

In the above respect, no more concrete 
example could be pointed out than that 
of the career of Harry Wind of New 
York, who, while a participant in many 
questionable lines of business over a 
lengthy period, was at all times success- 
ful in keeping beyond the hands of the 
law. Not so fortunate were his “front 
men” who suffered in silence, a pro- 
cedure that Wind did not live up to after 
his first indictment late in 1934. 

Wind was indicted for the second 
time edrly in 1935 for conspiracy to con- 
ceal assets in violation of the National 
Bankruptcy Act, but unlike his “tools” 
he was everything but silent. He not 
alone pleaded guilty to the charges but 
was the first to testify against his fellow- 
conspirators. ‘Honor among thieves” 
there may be, but he didn’t prove it. In 
any event Wind received a longer term 
of imprisonment than the rest and he is 
now serving his sentence. 

As a matter fo fact, after Wind real- 
ized that the Fraud Prevention: Depart- 
ment of the National Association of 
Credit Men had collected sufficient infor- 
mation to warrant action on the part of 
the United States Attorney, he solicited 
this writer for employment as an investi- 
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gator showing at least that he was not 
lacking in nerve. 

Another practice followed during the 
operation of a racket is that of changing 
office help every two or three weeks, this 
so that no employee, whether it be a 
bookkeeper, stenographer or clerk is ever 
given an opportunity to become familiar 
with details as to how the business is be- 
ing run. 

Records bearing the names of these 
employees are usually destroyed as is 
every other scrap of paper that might be 
of some value to an investigator. It has 
even been found on numerous occasions 
that a section of the wall surrounding the 
telephone has been scraped clean to ob- 
literate pencil numbers. 

It is hardly fair to place the entire 
blame for losses through commercial 
frauds on the shoulders of the Credit 
Manager. It is a known fact that per- 
sons with criminal intent devote months 
to the preparation of their schemes, 
schemes that the credit man is expected 
to detect in a few hours. 

Fictitious names are always a part of 
the “racket,” as revealed in a case fe- 
cently concluded by the Fraud Preven- 
tion Department in which it was found 
that the same individual used six differ- 
ent names in as many cities in following 
out his illegal practices. His identity is 
at present established by a prison num- 
ber. 

The Courts, in most instances, view 
commercial fraud as a menace that is sap- 
ping considerable strength from legiti- 
mate business and in this particular con- 
nection I take the liberty of quoting an 
article appearing in the “Daily News 
Record”” of March 13, 1935, covering 
the sentencing of Albert Palmer Laeff, of 
the Palmer Dress Company of Philadel- 
phia, who had pleaded guilty to the in- 
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dictment charging concealment of assets 
in violation of the National Bankruptcy 
Act, and whose activities were a subject 
of investigation by the Fraud Prevention 
Department: 


“Counsel made a fervent plea for a sus- 
pended sentence claiming that Laeff did not 
profit in any way that the reason be 
pleaded guilty was because he was without 
funds to stand trial. 

“Judge Welsh refused to heed the pleas 
and reminded Attorney that Philadel- 
phia had suffered for ep years from a repu- 
tation of being a poor place for business on 
a credit basis and he said that he made u 
his mind to break up all forms of crooked- 
ness in commercial and bankruptcy matters.” 





Albert Palmer Laeff was sentenced to 
a term of imprisonment of fifteen 
months in the Federal Penitentiary at 
Lewisburg, Pennsylvania. 

Experience has shown that the racke- 
teer does not confine his activities solely 
to large commercial centers but he often 
selects some small, quiet town or village 


It is hardly fair to 
the shoulders of the Credit Man. 


phia came to the picturesque town of 
Norma, which is located in Salem 
County, New Jersey, where they imme- 
diately became known as Samuel Stin- 
sky and Jacob Eisen. 

The town of Norma, according to the 
last census, boasts of less than 400 popu- 
lation, most of which is engaged in 
farming, and it is one of those pleasant 
places where “rackets” are only happen- 
ings in books or movie plays. In total, 
an ideal place for the performance of an 
operation on a distant creditor's bank 
account. 

Shortly after arrival the aforemen- 
tioned individuals leased an old, dilapi- 
dated feed store and cow barn, which at 
once blossomed forth as the great manu- 
facturing plant of the Norma Manufac- 
turing Company. Orders for merchan- 
dise were immediately broadcast and 
these were followed by financial state- 
ments setting forth an alleged net worth 
of approximately $33,000 against one 
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ace the blame for losses through commercial frauds on 
Persons with criminal intent sometimes 


devote months to their schemes and use many different names in several 
cities in following out illegal practices. 


as his center of operations, usually a 
community located some distance from 
his market, where under an assumed 
name he is looked upon as an asset by 
the population who in many instances 
also view him as a benefactor, one who 
undoubtedly would create employment 
and aid in lifting the town’s financial 
burden. 

The selection of the remote place is 
well planned as there is less chance of 
tecognition or of suspicion, 4s happened 
in the case of the Norma Manufacturing 
Company. 

In this particular matter Samuel Ben- 
jamin and Maurice Bruner of Philadel- 


liability, that of the sum of $400.00 
owing to a carpenter whose services were 
said to have been necessary in order that 
there might be a flooring to the building. 

After securing a considerable amount 


of merchandise and about the time plans - 


were being made for the “get away,” the 
Postal Inspection Department, the New 
Jersey State Police and the Fraud Pre- 
vention Department entered the picture 
with the result that both Benjamin and 
Bruner were convicted. 

In a case recently terminated in the 
Federal Courts of Philadelphia, Federal 
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Judge Welsh is reported as having stated 
at the time, that the matter before him 
“was more than bankruptcy, it was 
downright thievery.” 

The aforegoing remarks were made 
when Louis Lastick, his brother Morris, 
his brother-in-law Nathan Toll, and one 
Samuel Simkins also reported as being a 
relative, appeared for sentence after en- 
tering pleas of nolo contendere to an 
indictment charging conspiracy to violate 
the National Bankruptcy Act through the 
concealment of merchandise or its 
equivalent in the amount of $14,000 
from their creditors. 

In the particular family “racket” false 
financial statements were issued, mer- 
chandise obtained and diverted and the 
proceeds of same were turned over by 
Louis to his fellow conspirators for safe 
keeping—for him. No entries were 
made in their proper places in Lastick’s 
books covering these transactions, but 
same were set forth as loans. 

Louis Lastick informed the Court that 
his predicament was brought about by 
his New York creditors, a statement 
which was one of whole truth as it was 
from that point that the Textile Banking 
Company through its Assistant Treasur- 
er, Mr.. Lester Prink, called on the Fraud 
Prevention Department to enter the in- 
vestigation, which was followed with the 
cooperation of the Federal Division of 
Investigation as well as the attorneys rep- 
in all four defendants being sent to 
resenting the creditors, and same resulted 
prison for periods of eighteen months 
each as well as to pay fines aggregating 
$4000. 

The “get away” is often coupled with 
insolence. In a recent case in Chicago 
our representative reported that in one 
of the cases under investigation he 
learned that the bankrupt, when leaving 
the City rather hurriedly, left a note set- 
ting forth that he had drawn out all of 
his money from the Bank, gambled, lost, 
and was departing for a rest. It would 
have been even more courteous on his 
part had he mentioned his destination 
and it would have been a whole lot easier 
for the Chicago representative in com- 
pleting his work . 

Commercial Fraud can be reduced to 
a minimum, but movements to check 
same must have the wholehearted sup- 
port of all credit granting concerns for 
without same individuals like those men- 
tioned above can continue to follow their 
illegal practices without fear of prose- 
cution. 
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1935: Credit Interchange Year 
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L. W. Lyons, ‘Convention Chairman 


Brace Bennitt, Convention Director 


Cyrus Lewis, 
Pittsburgh 
Treasurer 


Chas. Johnston, 


Convention 
Publicity 


“Opportunities ahead”: 
4Oth Convention Theme 


by BRACE BENNITT, 
Convention Director 


The Fortieth Annual Convention 

and Fifth Credit Congress of In- 

ly dustry is rounding into shape and has 

for its program of business and en- 

tertainment a greater wealth of material 
than we have had for many years. 

Our Pittsburgh hosts, under the leader- 
ship of General Chairman L. W. Lyons, 
have done a job second-to-none in con- 
vention committee work. As this goes 
to print there is every indication of the 
largest convention attendance in 7 years 
with the expected number reaching at 
least 2,000. Pittsburgh will probably 
break all records for registration by a 
host association. Much credit is due L. 
C. Lyon and his Registrations Committee. 

The program provides us wonderful 
business sessions and will give to the dele- 
gates the latest authoritative information 
on the big business and government 
topics of the day. With Joseph B. East- 
man, the leading figure in transportation ; 
Governor Eccles in the finance field ; John 
Gerdes, the outstanding authority on 
Corporate Reorganization; one of the 
country’s leading industrialists, a repre- 
sentative of the Federal Government, the 
program will be “loaded” with real value. 
Add to this the names of our own execu- 
tive manager, Henry H. Heimann and 
Dr. Davis, “the Will Rogers of the 
Ministry” in the opening day’s inspira- 
tional address, the Association session on 


Thursday, and Credit Congress day on 
Tuesday. You will have a perfectly 
rounded-out week. 

Many of our friends will be with us, 
—General Manager Crighton of the 
Canadian Association; The Robert Mor- 
ris Associates ; Colonel Blackstone of the 
N.R.C.A. ; representatives of the State of 
Pennsylvania, and of the City of Pitts- 
burgh. 

Many who do not know Pittsburgh 
think of it only in terms of a big, busy, 
industrial city, and these people will have 
a wonderful surprise in the entertainment 
facilities provided by our Pittsburgh 
hosts. There is the glorious scenic drive 
and visit to the Heinz Plant for the ladies 
on Tuesday, and again, on Thursday, for 
the ladies only, is the Bridge Luncheon at 
the beautiful Long Vue Country Club. 

On Wednesday we all go out to play 
at famous South Park, which you will 
agree when you see it, is one of the 
garden spots in the country. Monday 
night, the annual convention ball, with 
one of the nationally known Broadcasting 
orchestras, and Thursday night, an in- 
formal dance and floor show, are two 
other notable entertainment features. 

All through the week, there will be 
different meetings—such as the bankers’ 
dinner, Chicago dinner, Western Dinner, 
New York Dinner, Foreign Trade Lunch- 
eon, Credit Women’s Banquet and 
others. 

The Royal Order of Zebras, as you 
know, has grown by leaps and bounds 
this year, and has become national in 
scope under the leadership of Grand Ex- 


Leaders of Pittsburgh Convention Activities: 


L. C. Lyon, 
Convention 
Registrations 


A. F. Swearingen, 


J. A. Perreault, 
Convention 
Information 


Pittsburgh 
President 
















The William Penn Hotel (upper 
left) and its location near the 
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5th Credit 


Congress 


by PHILIP J. GRAY, 


Congress Director 


< On this page you will find an 
almost complete list of the various 
lu Group Meetings holding sessions 

at the Fifth Credit Congress of In- 
dustry which occurs this year on June 
18th, the second day of the 40th An- 
nual Convention of the National Asso- 
ciation of Credit Men. The Convention 
takes place at the William Penn Hotel 
June 17th to 21st. 

This listing also shows the Chairman 
of each group and we regret most sin- 
cerely that we cannot tell you at this 
writing all of the fine programs that 
we have developed for Congress Day 
Meetings. However, it is safe to_ say 
that every Group will have a program 
made up of discussions of those topics 
that are of most interest to, and of those 
problems about which the Industry is 
most concerned. 

The Chairmen have all outdone them- 
selves in preparing for their Group 
Meetings at the Credit Congress and 
this Fifth Congress Day promises to far 
surpass in interest and attendance those 
of previous years. An excellent idea of 
a typical group program is that of the 
Iron and Steel Group printed elsewhere 
in this issue. 

We cannot refrain from a word of 
appreciation to all the Chairmen and 
their co-workers on their Group Ses- 
sions, for the fine work they have done 
in building theif programs so construc- 
tively and doing Such a very great deal 
to arouse enthusiasm in their meetings. 

The Chairmen and the speakers on 
your Group Meeting have done their 
part splendidly. It only remains for 
you to attend your Group Meeting, dis- 
cuss the subjects presented by the speak- 
ers, suggest other topics for round-table 
discussion and, in general, take a very 
definite interest in all that is said and 
done at your Credit Congress Meeting. 

The Meetings already scheduled at 
this writing represent a real cross-sec- 
tion of business and industry. Every dele- 
gate should attend his industry’s meeting. 


List of Chairmen 


GROUP CHAIRMAN 


Automotive Supply Whole- H. F. Teese 
salers 


Alcoholic Beverages, Spirits H. E. Stoeber 
& Distillers 


Bankers’ Group E. M. Tourtelot 


ae Shop & Barber Sup- W. C. Heimerdinger 
plies 


Brewers’ Group A. J. Lechleiter 


Clothing & Dry Goods 
Group 


Coal Group 


A. N. Massucci 
J. E. Sugden 
Confectionery Mfrs. Group Walter Rau 


Distillers Group L. D. Duncan 


Drug & Chemical Mfrs. 
Group 


Drugs, Confections & 
Tobacco 


Wholesalers’ Group 
Electrical and Radio Group H. T. Olson 


A. T. Rickards 


Clifford Heath 


Florist's Supply Credit 
roup 


Natl. Food & Allied Prod. 


Wm. M. Hansen 
Frank H. Wheat 
Food Prod. Wholesalers’ 


Group 
Footwear Group 


George Greenberg 
Robert S. Merrill 


Glass, Tableware & Spe- E. W. Hillman 


cialty Mfrs. 


Furniture Group Mayo N. Ziegler 


Hardware Manufacturers’ Paul Fielden 


Hardware Wholesalers’ 


Berl Boyd 
Group 


Insurance Group D. C. Campbell 


lron; & Steel Group O. M. Havekotte 


Jewelry Wholesalers’ Group P. E. Walter 


Meat Packers’ Group Eugene Jones 


Newspaper Group V. D. Stuart 


Oil Well Supply Group F. R. McElroy 


Paint, Varnish & Lacquer Fred J. Hamerin 
Group 


Paper Prod. & Converters 
Group 


Russel C. Flom 


FIRM 


Firestone Tire & Rubber Co. 
Cleveland, Ohio 


National Distillers Prod. Corp. 
New York, New York 


First National Bank of Chicago 
Chicago, Illinois 

W. C. Heimerdiner Co. 
Louisville, Kentucky 

Cataract Brewing Co. 
Rochester, New York 


Hickey Freeman Co. 
Rochester, New York 


Steel City Gas Coke Co. 
Pittsburgh, Penna. 
Schutter-Johnson Candy Co. 
Chicago, Ill. 

Nat. Distillers Prod. Corp. 
New York, New York 

Sharpe & Dohme Co. 
Philadelphia, Pa. 


McKesson & Robbins., Inc. 
Syracuse, N. Y. 


General Electric Co. 


Cleveland, Ohio 

Wm. H. Hansen Co. 
Chicago, Ill. 

Federal Match Seles Corp. 
New York, New York 
Wilson & Compan 
Syracuse, New York 

A. E. Nettleton Co. 
Syracuse, New York 
Federal Glass Co. 
Columbus, Ohio 

John Widdicomb Co. 
Grand Rapids, Mich. 

The Norton Co. 
Worcester, Mass. 

Belknap Hardware Co. 
Louisville, Ky. 

Fidelity Phenix Fire Ins. Co. 
Chicago, Illinois 

Carnegie Steel Company 


~Pittsburgh, Penna. 


Oneida, Ltd. 
Oneida, New York 


Armour & Company 


- Pittsburgh, Penna. 


Oakland Tribune 
Oakland, Calif. 


Nat. Suan Co. of Penna. 
Pittsburgh, Penna. 
Lilly Varnish Co. 


Indianapolis, Indiana 


Menasha Products Co. 
Menasha, Wisc. 
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FRED ROTH, President, N.A.C.M., 
Whitney-Roth Shoe Company, Cleveland, O. 


Fine Paper Group 


Petroleum Group H. L. Luse 


Plumbing & Heating Group J. O. Gilmore 


Stationery, School & Office R. Guy Echols 
Equipment & Supply 
Mfrs. Group 


Textile Group 


Re-inforcing & Bar Steel Paul Miller 
Group of the Bldg. Ma- 
terial Mfrs. Credit Dvsn. 


Eastern Cement Credit 
Division 

Central Cement Credit 
Division 


H. H. Muehlke 


T. E. O'Connor 


George E. Kieffer 


The Alling & Cory Co. 
Cleveland, Ohio 


Quaker State Oil Refining Co. 
Oil City, Penna. 


Bailey-Farrell Mfg. Co. 
Pittsburgh, Penna. 


American Crayon Co. 


Sandusky, Ohio 


Atlantic Steel Co. 
Atlanta, Ga. 


International Cement Corp. 


New York, N. Y. 


Universal Atlas Cement Co. 
Chicago, Ill. 


F. S. Walden, Vice President 


F. J. Hopkins, Vice President 


Haight, Vice President 
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Arousing interest in 


Association meetings 


@ It can be done ... in fact, here’s an actual 


experience recorded after a year's activity. 


By OSBON W. BULLEN, Credit Manager, Lever Bros. Co., Cam- 


bridge, Mass., and 


low a routine plan, month after 

month? For many years, the 

monthly dinner meetings of the 
Boston Association had consisted of a 
social half-hour, a dinner, some form of 
entertainment, and one or two speakers. 
Even though every part of the program 
was the best obtainable, the sameness 
caused many members to ask for some- 
thing different. 

Our Business Meetings Committee 
decided to try an experiment and put on 
a Bankruptcy Demonstration which 
would cover every phase of the proceed- 
ings from the original petition to the dis- 
charge of the debtor and the settlement 
with creditors. 

To prepare the script for such a pro- 
duction required the skill and experi- 
ence of a number of persons: an at- 
torney, a professional receiver and trus- 
tee, our Association Secretary, and sev- 
eral credit men were asked to develop 
the material to be used. An actual case 
which presented many problems was 
studied and our plot followed very 
closely the events which had actually 
happened. Every document referred to 
was prepared and made a part of the 
presentation. 

The Committee arranged on the plat- 
form a referee's Court which was a 


= Do your Association meetings fol- 
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President, Boston Credit Men's Association. 


replica of the Court used in this dis- 
trict. The demonstration was a greater 
success than its sponsors had thought it 
possible to achieve. Over five hundred 
of our members and their friends at- 
tended to see Frank Hughes try to evade 


We'll tell you 

next month just what our readers 
think on the subjects included in 
the ballot in our May issue. So 
many answers were received that 
the compilation was not ready for 
this issue. 


the payment of his debts, and to enjoy 
the cross-examination conducted by 
Charles A. Colton. 

The two referees who preside in this 
district attended as guests of the Associa- 
tion. After Frank Hughes had been re- 
fused a discharge, the referees spoke on 
the case that had been presented and on 
the responsibilities of the Association 
and its members in the administration of 
insolvent estates. 

Several members of the Boston Retail 
Credit Men’s Association attended this 
meeting and decided to produce some- 
thing similar at their New England 
Convention. 


. . JUNE, 1935 


Again Charles Colton was drafted, as 
he is a member of both organizations. 
With the aid of two other attorneys, he 
wrote a play which visualized the legal 
phases of collecting a past-due account. 
Two stage sets were used—one of a 
lawyer's office, and the other of a Dis- 
trict Court. Not only did the delegates 
learn what happens when they give an 
account to an attorney, but they saw the 
difficulties which result from giving the 
attorney incorrect or insufficient informa- 
tion regarding the claim to be collected; 
also the trouble caused by providing im- 
proper witnesses. 

This demonstration was so successful 
and contained so much information of 
value to credit men that it was decided 
to include this in our program for the 
1934-35 Season. 

A joint meeting was arranged with 
the Retail Association and the play was 
given to a capacity audience. An at- 
torney emphasized the proper way to 
file accounts where legal action was to 
be taken. He told in detail something 
of the difficulties which caused delay 
and which, in some cases, made it impos- 
sible to collect accounts that had been 
carried to the Courts. Again a hit was 
scored! 

Our third venture was based on a 
study of financial statements. This meet- 
ing was in charge of the Boston Chap- 
ter of the National Institute of Credit. 





een 
was 


na 
eet- 
ap- 
dit. 


The material for the discussion was pre- 
pared by them and the actors were all 
members of the Institute. Three annual 
statements were studied by a group of 
creditors to determine whether or not a 
composition offer should be accepted. 
After the Committee decided that the 
offer was not adequate, an attorney for 
the debtor was brought in and the vari- 
ous items of the statement were dis- 
cussed, with the result that the offer 
was increased and accepted. 

The Committee of Credit Men then 
studied two previous statements issued 
by the debtor to find out where thcy 
should have learned that the customer 


was in trouble. Of course, these state- _ 


ments when examined casually looked 
all right, but a careful analysis based on 
the ratios taught in our association 
classes indicated that all was not well. 

A general discussion of the analysis 
of financial statements under the direc- 
tion of Mr. Henry J. Bornhofft, of the 
accounting firm of Brown & Bornhofft, 
followed. He pointed out the fact that 
credit men should insist on a statement 
which is made out for the definite pur- 
pose of obtaining credit and which gives 
full details regarding the items that in- 
terest credit men most. 

Many statements today are prepared 
for tax purposes, and group together 
items that should be shown individually. 
He then directed a forum in which he 
answered questions on this subject, and 
gave an analysis of the statements. 

Our experience with these three dem- 
onstrations has convinced our Associa- 
tions that the members would rather 
see a subject dramatized than to listen to 
a lecture on the same topic. It is much 
easier to follow the action in play form 
than to pick out the salient points in a 
talk. Furthermore, there is a great deal 
more interest shown when the principals 
involved are members who are well- 
known to the audience. Thus, it is pos- 
sible to include humor in the plot with- 
out detracting from the seriousness of 
the subject. This is particularly true in 
the scenes where one of our members is 
placed on the stand and subjected to a 
very searching cross-examination, or is 
made to appear to be a “dim-wit.” 

Already plans are being made for 
two demonstrations to be given during 
the 1935-36 Season. The subject of one 
of these plays has been suggested by 
the referee in bankruptcy and he has 
promised to cooperate with us in de- 
veloping a program dealing with the 
matter of fees in bankruptcy cases. Every 
phase of this subject is to be covered; 
that of the attorney, the creditor, and 
the Court. Not only will this demon- 


stration show the manner in which these 
fees are determined but will definitely 
point out to creditors what they can do 
to regulate the fees that are not definitely 
determined by statute. The referee feels 
that this is a part of our bankruptcy pro- 
cedure which is less understood, and 
that such a program would be of a 
great deal of help to the Court and to 
our members. 

It has always been difficult for our 
Association to get satisfactory publicity 
in our local newspapers. This new form 
of meeting has helped us a great deal in 
this respect as all our local newspapers 
were glad to carry a story dealing with 
the demonstration and to send a car- 
toonist to make sketches of the various 
characters. 

CREDIT AND FINANCIAL MAN- 
AGEMENT has already reported briefly 
on our demonstrations and as a result 
of this publicity several associations have 
borrowed the script for use in their own 


organizations. We shall be glad to 
allow any association to use this material 
if they are interested in presenting any 
of the three subjects to their members 
during the coming year. 

(Note: Requests for this ma- 
terial should be sent to Mr. J. M. 
Paul, Secretary, Boston Credit 
Men’s Association, 38 Chauncy 
Street, Boston, Massachusetts. ) 

The Boston Association would be in- 
terested in hearing from any other As- 
sociation that has developed successful 
programs which could be used sometime 
in the future. 

This new type of meeting has not only 
increased the interest and attendance at 
our monthly dinner meetings, but has 
been very helpful to our Program Com- 
mittee as these meetings can be planned 
well in advance and presented at a time 
when it is difficult to obtain the type of 
speaker that association-membership de- 
mands. 


Here's a sample of the publicity gained by the first Boston presenta- 
tion. Mr. Bullen, who wrote this article, is refereeing in the upper left. 





2On W. BULLEN, TE CASE OF A. 


- OS 
PRES. OF BOSTON CREDIT 


Scene FROM BOSTON CREDIT MEN'S ASSOCIATION PLAY 
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MISS ROESER 
eng welcomes 
u 


women credit executives 


The Pittsburgh Credit Women's 
Club extends a sincere and hearty wel- 
come to each woman credit executive 
who plans to attend the National Con- 
vention at Pittsburgh from June 17th 
to June 2st, 1935. 


All members of our group are plan- 
ning to be alert hostesses to our col- 
leagues. Desiring to make your visit 
as pleasant as possible, we have nego- 
tiated for adequate headquarters 
where women credit executives can 
gather and talk shop during your lim- 
ited stay here. We also have asked 


members of our group to be on hand © 


at these headquarters to see that you 
are entertained and to give informa- 
tion or to act as guides. 


We hope you can all come to Pitts- 
burgh to enjoy our industrial centers; 
marvel at our picturesque hills; actu- 
ally see historical relics of early 
American Wars and delight in the 
wooded mountains of Pennsylvania. 
The Convention Committees have 
planned excellent programs for your 
inspiration while the Entertainment 
Committee will satisfy your desire to 
play or relax. 


The Pittsburgh Credit Women's 
Club has arranged a dinner for Tues- 
day night at which we expect to wel- 
come you personally. We also have 
thought that an informal breakfast 
would bind us closer as co-workers. 
We know you will never regret your 
decision to join us. 


Pittsburgh is eager to make the 
June Convention the most successful 
gathering in credit history. 

Mercedes H. Roeser, President, 
Pittsburgh Credit Women's Club 
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Judge Sara M. Soffel to 


address credit women 


to the 40th Annual Convention at . 


a i the credit women delegates 
. 


Pittsburgh assemble at their yearly 

banquet, in the William Penn Hotel 
on Tuesday evening, June 18th, it will 
be the eleventh gathering of credit 
women in the history of N. A. C. M. 


The first meeting was held at the 
Mayflower Hotel in Washington, D. C., 
in 1925. Presiding at that inaugural 
affair was Miss Florence Banks of the 
Los Angeles Soap Co. 


This year’s credit women’s banquet 
will be one of the outstanding affairs in 
the history of the National Association 
of Credit Men’s credit women activ- 
ities. The principle address at the ban- 
quet will be made by the Hon. Sara M. 
Soffel, Judge of the Allegheny County 
Court on “America at the Crossroads.” 


Other speakers at the dinner, which 
will be presided over by Miss Mercedes 
H. Roeser, President of the Pittsburgh 
Credit Women’s Group, will be Miss 
Helen Maycrink of New York, and Miss 
Bess Havens, Chairman of the National 
Credit Women’s Executive Committee. 
Miss Havens is also being invited to 
preside at the credit women’s breakfast 
on Wednesday morning at which time 
a report of the ten years of credit 
women’s activities will be made. 


The featured speaker at the banquet 
is the first woman to be appointed to 
the Bench in Western Pennsylvania. 
Her career is a fascinating one. Fol- 
lowing her early schooling, she attended 
and graduated from Wellesley College 
and then taught for eight years in the 
high schools of Pittsburgh, at the same 
time furthering her education by attend- 
ing the Law School of the University of 
Pittsburgh. From the Law School she 
graduated with highest honors. 


In 1917 Judge Soffel began to prac- 
tice law. Then she served four years 
as Assistant City Solicitor and one year 
as Director of the Bureau of Women 
and Children in the State Department of 
Industry and Labor, culminating these 
achievements with her appointment to 
the Bench in August, 1930. 
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Miss Bess Havens, Chairman, 
Credit Women's National 
Executive Committee 


"Inspired" by the contribution of 
Douglas Malloch in December issue 
of Crepit AND FINANCIAL MANAGEMENT. 


Oh! We know all the answers 
About who’s who and why. 

We keep an eye on all the stocks 
Know when and where they buy. 


We've singled out the honest ones 
We know who's bad and good. 
We know about their rating 
Well everything we should. 


We're patient and our judgment’s good 
Just fill the bill you see, 

And yet withal we're frank to say 
That credit men we cannot be. 


It makes no difference what you think 
Or even what you say 

For even tho we're handicapped 
We're going to be gay. 


For we have an eye to business 
And we're on our way to fame 
Because we're credit women 
And your partners in the game. 
J. M. S.—Los Angeles. 
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AUTOMATICALLY 


There is no cipher 
key on a Burroughs. 
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NT. 
Two or more keys can be depressed at a 
single stroke. 
INSTANT 
| TOTALS 
This Burroughs Adding Machine has many new, improved l 
features that make figuring faster, easier, more accurate. __ 
To take a total, depress the total key. At this single motion 
ood It eliminates many needless motions. It provides many the machine operates and prints the total. 
operating short-cuts POSSIBLE ONLY on the standard o . 
visible keyboard. It is also typically Burroughs in work- 
‘ manship, quality and long life. For a demonstration or BIMAPLE 
descriptive folder, call or write the local Burroughs office. SUBTRACTION 
BURROUGHS ADDING MACHINE COMPANY 2 
DETROIT, MICHIGAN To subtract, touch the “minus” bar. To add, touch the “plus” 
bar. Subtraction is as fast as addition. 
eles. 
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Paging the 


new books 


Reviews of the im- 
portant books on business, 
to aid executives whose 
reading hours are limited. 


This month's 

\ business book 
INCREASING GOVERNMENT 

CONTROL IN ECONOMIC LIFE. 

The American Academy of Political 

and Social Science. Philadelphia, Pa. 

$2.50. (paper binding; $2.00). 

Whether we like it or not, there isn’t 
any doubt that in the past forty years, 
dating roughly from the days of the first 
Anti-Trust Act, there has been a grow- 
ing tendency toward increasing govern- 
ment control in economic life. The 
most noteworthy example in recent 
years has been the N. R. A. 

Here, in this edition of the annals of 
the American Academy of Political and 
Social Science, is a well-rounded treat- 
ment of the subject viewed from all 
angles by a variety of economists and 
analyists ranging from the N. R. A.’s 
Donald R. Richbergz through former 
Brain Truster A. A. Berle, Jr., active 
Socialists. such as Louis Waldman and 
Harry W. Laidler, Robert L. Lund of the 
National Association of Manufacturers, 
Virgil Jordan of the National Indus- 
trial Conference Board, and men at 
the other extreme ranging as far left 
as Lewis Corey, a non-party Communist, 
whose recent “The Decline of American 
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Capitalism” caused considerable com- 
ment. 

The general scope of the work 
covers the social forces in operation 
today, their effects upon governmental 
intervention in business as well as the 
relation of government to economic se- 
curity, to labor disputes, and to indus- 
try. All in all, a worthy and worth- 
while panorama. P. B. 


Money and 

money mechanics 

THE INTERNATIONAL MONEY 
MARKETS. By John T. Madden 
and Marcus Nadler. Prentice-Hall, 
Inc., New York. 

THE ECONOMICS OF MONEY, 
CREDIT AND BANKING. By F. 
Cyril James. The Ronald Press Com- 
pany, New York. $4.00. 

Of the authors of the first book, Mr. 
Madden is the dean of the School of 
Commerce, and director of the Institute 
of International Finance in New York 
University; and Mr. Nadler is a pro- 
fessor of finance and research director 
of the same institute. This work is 
evidently intended as a textbook for stu- 
dents of international finance in univer- 
sities. 

The authors start by explaining the 
role that the gold standard has played 
up to now; and they show that, since 
the amount of gold has ceased to be a 
factor in the volume of credit and cur- 
rency, this fact should be recognized, 
and the requirement for minimum gold 
reserves against deposits in central banks 
should be removed. This will eliminate 
all fears about a shortage in the yellow 
metal; and also stop demands for the 
devaluation of gold, and/or the remon- 
etization of silver. Then credit policies 
should, and could be determined by the 
government. All this to the end that 
sound economic conditions may be re- 
stored. 

The authors then proceed to define the 
international money market as the finan- 
cial center where short term transactions 
are carried out, distinguishing it from 
the international capital market, which is 
the center where long term transactions 
are conducted. ‘This is followed by a 
very detailed description of the money 
markets of New York, London, Paris, 
Berlin, Amsterdam, and Switzerland, 
which takes up the major portion of the 
book. 

The second book is a revised and en- 
larged edition of a work first published 
in 1930 by this associate professor of 
finance in the University of Pennsyl- 
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ing that time. 


vania, who has spoken before credit con- 
ferences more than once. This is a col- 
lege textbook also. As such it explains 
how money, credit, and banking are 
functioning at the present time. The 
fact that the original edition of this book 
became almost obsolete five years after 
its publication indicates the changes that 
have taken place in everything con- 
nected with monetary phenomena dur- 
All these changes are 
adequately covered in this book, as well 
as in “The International Money Mar- 
kets.” For this reason, both of these 
books can be used with much profit by 
recent graduates, and those who learned 
economics before 1929. B. G. P. 


Spelling: Woel Woe! Woel 


Just because we do what some con- 

Ss sider illogical things such as putting 
ly a silent “ue” on the end of the word 
“catalogue,” the American publish- 

ing business loses approximately $100,- 
000,000 a year, spelling experts estimate. 

Furthermore, says Dr. Dewitt C. 
Croissant, of George Washington Uni- 
versity, every child who goes through 
high school loses about one year of that 
time “‘ineffectually learning how to 
spell.” 

“The poor schoolchild works hard to 
learn the ‘ine’ family of words, such as 
‘line’ and ‘fine,’ he says. ‘Then they 
want to pronounce ‘engine’ and ‘gen- 
uine’ to rhyme. The teacher objects, 
and actually the child is only being log- 
ical, while our language is illogical. 
The words should be spelled ‘engin’ and 
‘genuin.’”” Some newspapers abbreviate 
such words as “thru” and “cigaret’’ to 
make headline writing easier. 

About one-seventeenth of the letters 
we use in spelling our words could be 
cut. Teaching and learning would be 
easier, and all branches of the publish- 
ing and printing business would save an 
aggregate of $100,000,000 a year in 


‘ paper, print, and time of the printers. 


There are 42 distinct sounds in the 
English language, and yet we have 593 
symbols and combinations of symbols 
for them. For the sound of “f” we 
also use “ph” and “gh” as in “philos- 
ophy” and “cough.” 

The most ridiculous example of the 
incorrect use of letters is the word “col- 
onel.” The letters “lo” are used to 
represent the sound of “r.” A good 
second is the word “women,” where ‘‘o” 
is used for the sound of “i.” 

There are several languages which 
don’t impose these spelling difficulties, 
among them Italian, Spanish, Russian, 
and German. Russian actually has no 
word for “spell” because the language 
makes it unnecessary. —"Kablegram" 
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why you should know about 
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: THE AXTNA PLAN 
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4 1 According to a recent survey made jointly by the N.A.C.M. and this publication, 
. * 84% of the members of the N.A.C.M. are responsible for the placing of their firm’s 
a insurance. If you have charge of this important matter in your company, you should be 
ate able to recognize all existing insurable hazards, you should be reasonably familiar with 
to all forms of insurance and bonds available to offset them and you should know that the 
protection in effect is right — as to types of coverage, amounts and cost. 
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be 2 As an executive striving to avoid credit losses, you should consider the possibility 
be * of your customers incurring insurable losses that might jeopardize their ability to 
oat fulfill their financial obligations to you. 
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ers. THE ETNA PLAN provides a scientific method of analyzing 
the insurance and bonding problems and formulating programs of 
593 protection. 9JYou should avail yourself of this exclusive AEtna 
bols service — and suggest to your customers that they do the same. 
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Requests for complete information may be 
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~ or to the Home Office at Hartford. 
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ETNA LIFE INSURANCE COMPANY THE STANDARD FIRE INSURANCE COMPANY 
THE AUTOMOBILE INSURANCE COMPANY OF HARTFORD, CONNECTICUT 
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The business 
thermometer: 


corded several rather interesting in- 

dications of general improvement in 

several lines of business. Perhaps 
the most important of these indicators is 
found in the figures in the building in- 
dustry. For the first time in a number 
of years, home construction and remod- 
elling projects were recorded in April 
as greater than general construction, util- 
ity and public works contracts. Accord- 
ing to the F. W. Dodge reports for 
April residential contracts reached the 
total of $42,000,000 in the 37 states east 
of the Rockies. There was a 7% decline 
in non-residential projects in April over 
March, but the increase in residential 
work pulled the total ahead for the 
month by a bare 1 per cent. The total 
of all building projects in this section 


= Signs of improvement :—April re- 
V) 


Your "finger on the pulse" is a 
Credit Interchange Report 


In a more leisurely day, car- 
riages drove up before thequaint 
building which housed the first 
office of the John Hancock... . 
Today parking space is hard to 
find outside the Company’s huge 
modern structure in uptown 
Boston. . . . But its character 
remains unchanged. As in 1863, 
the name John Hancock stands 
for security, soundness, depend- 
ability. . 


LIFE INSURANCE COMPANY 


OF BosTONn, MassacnuserTs 


east of the mountains was $124,300,000. 
The $42,000,000 registered in the resi- 
dential construction field seems quite 
large until we look back at the figures 
for 1929 when the residential total was 
seven times larger and the entire building 
projects for the month touched the grand 
total of $650,000,000. 

Motor makers jittery: —Developments 
in mid-May brought about a settlement 
of the strike at the Toledo plant of the 
Chevrolet Motor Company. This storm 
center had held the attention of the motor 
industry for several weeks and had made 
a noticeable impression upon the produc- 
tion figures in other than General Motors 
plants. The effect of the strike at To- 
ledo was quite positive in the Flint plant 
of Chevrolet as the Toledo outfit made 
parts used in the main assembly at Flint. 
The settlement of the Toledo situation 
also erased the threat of sympathy strikes 
in other General Motors plants. In spite 
of the threat of labor trouble, a total of 
477,546 units in April topped any one 
month in the history of the industry since 
August, 1929. General Motors sales to 
consumers during April were 143,909 
units. This was a gain of 35 per cent 
over the same month in 1934. It also is 
interesting to note that these records for 
April followed the big totals for March; 
the March totals were 98 per cent ahead 
of the previous year. That the heavy 
production is bringing a reasonable profit 
is shown in the quarterly report of the 
Chrysler company in which the profits 
for the quarter were $9,200,000 as 
against $3,300,000 a year ago. 

Machine tools in demand :—One of 
the most encouraging trends noticed dur- 
ing the past two months is the growing 
demand for machine tools. The total of 
business in this line for April was the 
best for any month in the past five years. 
The demand for new tools comes largely 
from the Eastern industrial centers. New 
England, with the exception of the textile 
trade, is especially active in this partic- 
ular. The expansion of the Ford plant 
by the addition of 61 new coke ovens is 
but one of several large operations which 
classify in the tooling trade. 

Carloadings and clearings:—The rec- 
ord of freight car loadings still is enough 
behind the corresponding period of 1934 
to show that commerce is not moving as 


it should. The count for the first week 
in May was 6 per cent below the cor- 
responding week last year, although bet- 
ter than the previous week by a margin 
of 1.8 per cent. The gain in the past 
few weeks has been confined for the most 
part to merchandise loadings. Bank clear- 
ings, generally considered one of the best 
indices of trade, for the week ending 
May 1 set a record for the past three years 
with a total of more than four billions 
in 140 trade centers outside of New York 
City. The total clearings for the week 
mentioned was 21.1 per cent above the 
totals of the same week last year. 


Dept. of Commerce charts 


INDUSTRIAL PRODUCTION 


When writing to advertisers please mention Credit & Financial Management 





16 





= ee 


LLS 


aes 


€ 


DR Cental  evatiowl:: Masten 


OANS* 


oF 


756 at Rockford Dinner 


As an indication of the 
revival of interest in 
credit affairs, it is worthy 
of note that 756 attend- 
ed the dinner meeting at 
Rockford, sponsored by 
a group of credit ex- 
ecutives in that area. 
Executive Manager Hei- 
mann was the speaker. 
Comments on Mr. Hei- 
mann's address were car- 
ried in a large number of 
Mid-Western newspa- 
pers. The meeting was 
patronized by the Rock- 
ford Chamber of Com- 
merce and the Manufac- 
turers Association as a 
part of a plan to foster 
active credit study in 
that locality. 





H. V. X. Wright Is New 


President at Tacoma 
Tacoma.—At the annual meeting 
of the Tacoma Association the elec- 
tion of officers and trustees was held. 
Newly elected officers are as follows: 
President, H. V. X. Wright, 
President and Manager Tacoma 
Grocery Company; Vice President, 
F. W. Edwards, Credit Manager 
Standard Oil Co. of California; 2nd 
Vice President, Howard S. Wilson, 
Credit Manager, Tribune Publishing 
Co.; Secretary, Edw. B. Lung, 
Wholesalers’ Association of Tacoma; 
Attorney, W. W. Keyes; Trustees: 
E. M. Meyer, Sperry Flour Company ; 
Wm. A. Farr, Tacoma Feed Com- 
pany; A. C. Pease, Pease Bros.; R. 
C. Hunt, Firestone Service Stores, 
Inc.; Verne Day, Day's Tailor-d 
Clothing Inc.; E. D. Thomson, 
Tacoma Plumbing Supply Company. 
The Adjustment Bureau of the 
organization is the Wholesalers’ As- 
sociation of Tacoma. We are most 
happy to report the financial condi- 
tion of both organizations as Sound. 
Mr. Wright has been chosen by 
the Northwest Associations to be a 
member of the Nominating Com. 
mittee and will attend the National 
Convention to be held in Pittsburgh 
in June. 

In January 1928 the Tacoma As- 
sociation was invited to form a 
Zebra Herd in Tacoma and in a very 
short time the Tacoma herd num- 
bered a round dozen. It is needless 
to say that these members who had 
the honor of becoming Zebras were 
the active members and through 
their good work, the membership has 
been sustained. At the present time 
there are fifteen Zebras in good 
standing. 


Albany Man is Named 
to New Credit Office 


Albany.—Howard S. Sanders, As- 
sistant Treasurer of the Eastern Tab- 
let Corp., with which company he 
has been connected for the past fif- 
teen years, has resigned and accepted 
the position of executive credit man- 
ager for the Stationers and Publish- 
ers Board of Trade in New York 
City. Mr. Sanders is a former presi- 
dent of the Eastern New York Asso- 
ciation of Credit Men, and has been 
one of its most valuable members. 

Henry H. Heimann, Executive 
Manager of the National Associa- 
|tion of Credit Men was guest of 
Vhonor at our Annual Banquet. 








Shreveport Pleased 
WithH.H.HeimannTalk’ 


Shreveport.—Executive Manager, 
Henry H. Heimann, of the National 
Association addressed a_ highly 
pleased membership at Shreveport, 
Louisiana. 

The banquet was attended by 
about one hundred and fifty members 
and guests of the Shreveport Whole- 
sale Credit Men’s Association, com- 
ing from Monroe, Ruston, and 
Winnfield, Louisiana, El Dorado, 
Arkansas, and Texarkana, Arkansas- 
Texas. 

Those who heard Mr. Heimann 
have praised him highly and state 
that they are looking forward to his 
return, 





Dependable Insurance is the 
Backstop of Credit 


\ insurance policy is a “promise.to pay” that 
obviously depends on the financial strength 


of the insurance company. For this reason, when 


placing property insurance, the financial stability 


of the company assumes an importance second to 


no other consideration. 


The 143-year record of the Insurance Company of 


North America — oldest American fire and marine 


insurance company, founded in 1792 —in meeting 


its obligations and in its prompt and equitable set- 


tlement of claims, has made “North America Pro- 


tection” synonymous with unquestioned financial 


stability. Your agent or broker can secure North 


America protection for you. 





aN elt 
HAVE 


COPYRIGHT 1932 by 
INS. CO. OF NORTH AMERICA 


Insurance Company of 
North America 


PHILADELPHIA 


and its affiliated companies write practically every form of insurance except life 
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This month’s 
collection letter: 


Submitted for your approval by 
H. T. BAHI, Credit Manager, The von 
Hamm-Young Co., Ltd., Honolulu, Hawaii 





Dear Sir: 
Your account with us shows, according to our terms of sale, 
overdues totaling §.................. , for which we request your remittance 


at an early date. 

Credit was extended to you on trust that you would meet your 
obligations promptly and it is, therefore, not unreasonable to expect 
you to adhere to your side of the bargain. 

Much as we would regret the necessity to do so, you will compel 
us to limit further credit until your account again shows more bal- 
anced proportions. 

You must realize that to maintain a good credit standing is one 
of your biggest assets in dealing with us and others with whom you 
expect to do business on a credit basis, and such realization will in- 
duce you to give our account the reasonable consideration which we 
ask from you. 

May we hear from you say by the .............0....cccescseeseeees , making 
such arrangements which will satisfactorily dispose of this matter, 
thereby making the restriction of credit on your account unnecessary? 

Yours very truly, 









Financial 
Statement 
Forms— 


—which build 
good-will and 
obtain more data 
for credit files 











Prestige of N.A.C.M. proves a 
powerful magnet that draws re- 
plies from a much larger number 


of customers. 


That is why so many Credit 
Executives now use N.A.C.M. 
Standard Forms Exclusively. 























writes us that “under the present 

difficult business conditions it is ad- 

visable that as many accounts as 
possible are retained on the books, es- 
pecially those which have formerly been 
good and through adverse circumstances 
have become rather slow. 

“Many credit men, I am sure, have 
found as I have that when an account 
has become slow, and has arrived at a 
point where it appears inadvisable to 
continue credit unless payments are 
made more in proportion to purchases, it 
is necessary to temporarily stop credit; 
yet it is felt that this customer, with a 
little encouragement, will catch up on 
his arrears and be in good standing 
again. 

“I herewith submit a collection letter 
which should not give offense and shall 
impress upon the delinquent the neces- 
sity of doing something to preserve his 
credit standing.” 


S In presenting this letter, Mr. Bahi 
» 
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Credit and Financial Management 
presents each month on this page an 
outstanding collection letter. They are 
selected from those submitted by our 
readers. All letters submitted should be 
successful examples of letters actually 
used in credit department operation. No 
doubt, you have one or two letters that 
have been real “money getters.” Send 
them to us. We will be pleased to con- 
sider them for use in this monthly 
feature. 

A great deal of collection letter writ- 
ing, however, can be obviated if proper 
care is taken in analysis of credit re- 
sponsibility. The most fundamental, 
up-to-date method ever devised for 
knowing just how worthy your credit 
applicant is as a risk has achieved fore- 
most standing among credit executives 
because it is based on the current record 
of the customer in paying his other 
debtors. There is no substitute for a 
Credit Interchange Report. 
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These Standard Forms are pro- 
duced in large quantities, making 
it possible to sell them at much 
lower prices than could be quoted 
by your local printer. 


Sample Book Free 


Write today for a complete book 
of actual samples so you can see 
exactly how these forms will look. 


Write 
FORMS DEPARTMENT 


National Association 
of Credit Men 


One Park Avenue ° 
NEW YORK, N. Y. 


HE SHOULD BE 
GRATEFUL 


—But He’s Not 


@ Instead of being grateful for leni- 
ency, a debtor is likely to be hateful. The 
man who owes an overdue bill at Store A 
will go to Store B for current needs. Mor- 
ally, he should make current purchases 
from Store A, which would help the store 
to carry his old indebtedness. 


Credit Manager’s Dual Job 


But he won’t—and that is why a credit 
manager has a double purpose’ in getting 
the old account cleaned up: First, to help 
preserve his firm’s financial situation; Sec- 
ond, to start the customer buying again. 
The credit manager can accomplish this 
dual purpose quickly and effectively by 
sending the delinquent customer to House- 
hold. Eighty per cent of our loans are for 


the purpose of refinancing groups of small 
debts. ; 


Household Money Management 
Service 


Household also supplies its 300,000 clients 
with up-to-date, scientific information on 
buying and budgeting. Many families re- 
port that our ““Buymanship Booklets” and 
“Budget Charts” have shown them how to 
save as much as 20% of the money they 
have been in the habit of spending. Since 
the repayment of principal and interest of 
an average loan is only about 10% of the 
average monthly income, your harassed 
debtor is able to get out of the rut and 
stay out. 

The Household Loan Plan is described 


in a free booklet. Send for it. You will see 
Program: Iron and Steel Group for yourself how easy it will be to help your 
ee debtors to help themselves—and to get 
COMMITTEE . New Conditions, the! them back to your store as cash customers. 
W. K. Cornwell Fundamentals to be Ad- 


American Bridge Company hered to in Credit 


W. S. McKee Granting" s 0 Uj § k 4 0 L D 
Jones & Laughlin Steel Corporation J. M. McComb 
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never can reduce retail prices to the level 
Manager, Cleveland Loan Save rr in '35 with of wholesale prices—of either merchan- 


Agency of the Recon- Credit Interchange Reports dise or money. However, when methods 

eee Maat Se s same au haheni nak oan 

poration, Cleveland, Prepare for PITTSBURGH! inanenn only, at rates lower than the 

Ohio 2%% to 3%4% a month now charged on 

followed by open discus- 40th Annual N.A.C.M. Convention| | unpaid balances, Household will be found 
sion and Fifth Credit Congress of using those methods. 


"Under New Laws and Industry—June 17 to 21 
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Put in Your Oar? 
The fellow who asks you for information but fails to give his promptly, com- 


pletely when asked for, is dead weight in the credit boat. He slows up, 
delays, limits information for you. You help him but he isn’t helping you. 


Ledger experience informa- 
tion—the record of buying 
and paying—has long been 
(but has only recently been 
recognized as) the acid test 
of credit responsibility. 


Incidentally—All of the cred- 
itors of one customer “Are in 
the same boat.” Why try to 
split up the crew into many 
boats by using several differ- 
ent mediums and methods 
for exchanging information? 
Concerted effort—everybody 
pulling together in time— 


does it! 0 


ship 
certai 
ditio 


*. 


Credit Interchange Service Provides the Opportunity 
for Pulling Together. 


CREDIT INTERCHANGE BUREAU 
National Association of Credit Men 
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Greetings to 
the Alpha Nus 








Fraction of One 
Percent Decides 
Membership Race 





New York Noses Out 
Los Angeles by Close 
Margin in Most Ac- 
tive Campaign in 
Years 





One of the most exciting member- 
ship campaigns in several years, and 
certainly the most productive of ad- 
ditions to the roster in the past six 
years, was closed with the fiscal year 
on April 30. So close was the race 
in Class A that New York beat Los 
Angeles by a mere fraction of one 


percent. The winners in each class 

were: 

Class ““A’-—New York Credit Men’s 
Association 

Class ‘“B”—St. Louis Association of 
Credit Men 

Class “C’—Oakland Association ot 
Credit Men 

Class “D''—South Bend Association 


of Credit Men 

“E”—Saginaw-Bay City Asso- 
ciation of Credit Men. 

The race in Class A was one of 
the most exciting in several years. 
Because of its large membership, the 
New York Association was called 
upon to obtain about three new mem- 
bers to hold even with some of the 
closer rivals. President P. M. Haight 
and Executive Secretary W. W. Orr 
of the New York Association ad- 
vanced the slogan that while New 
York must obtain three new mem- 
bers to one obtained by a rival, there 
should be more than three good 
Prospects in the great New York 
business center to every one found 
in other areas. The membership 
campaign in Los Angeles, under the 
direction of President R. W. Watson 
and Secretary Vane Chase, did not 
conclude until a late hour on the 
night of April 30, The membership 
Committee made a final canvass of 
‘very prospect on the closing day 
and while just one more new mem- 


Class 


ber would have swung the prize to: 


the Pacific group, the Los Angeles 
Campaigners certainly are to be com- 
mended upon their pluck and their 
determined efforts. (Con. on p. 35) 


A Section Devoted to Association Affairs 


JUNE, 


N. A. C. M. Poll on 
Bank Bill Shows 
Many Opposing It 





Because the deadline for this issue 
was reached before completion of the 
ballot on business and legislative 
matters, presented in our May issue, 
could be completed, the full results 
will be held for the*July issue of 
CREDIT AND FINANCIAL MANAGE- 
MENT. 


A preliminary tabulation, however, 
has been made of the answer to the 
question in the legislative section 
concerning the banking bill which 
was passed early in May by the 
House of Representatives and then 
came to the Senate Banking Com- 
mittee for analysis. As indicated in 
another part of this section, Henry 
H. Heimann, Executive Manager of 
the N.A.C.M., testified before the 
Senate Banking Committee. 


Of interest to those members who 
returned ballots, and to the members 
of the Economic Credit Council, 
which sponsored the original survey, 
will be the preliminary figures on 
the banking question. About 75% 
of the membership of the N.A.C.M. 
is opposed to the banking bill, and 
about 25% is generally favorable to 
it. But in analyzing the preliminary 
figures, it is found that while the 
members East of the Mississippi are 
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Advises Careful Study of 
Credit and Banking Needs 


Henry H. Heimann Presents Views of N.A.C.M. 
Before Senate Committee at Hearing on 
Proposed Banking Bill—Reports 
on Economic Credit Council’s 
Opinions 





Urging the establishment of a commission to study the nation’s 
banking and credit needs, with the obligation to report to Congress 
within a year, if possible, so as to have a complete understanding 
before the passage of banking legislation of wide spread importance, 
Henry H. Heimann, Executive Manager of the National Association 
of Credit Men appeared before the Senate Sub-Committee on Bank- 
ing of which Senator Carter Glass is Chairman, on Tuesday morn- 
ing, May 14th, in response to a request to present the N. A. C. M.’s 
viewpoint on the proposed “Banking Act of 1935.” 

“We do not contend,” Mr. Heinmann explained, “that those who 
are sponsoring the present bill have not made such a study. Quite 
the contrary. We know they have done so and we believe they have 
sincerely and conscientiously given it their best thought, but we 
believe an issue as vital to the prosperity of the nation as banking 
should be studied from all points of view and should have a wider 
diversification of critical analysis. 








against the bill by a ratio of about 
3 to 1, the members West of the 
Mississippi are opposed to it by the 
considerably lower ratio of 2 to 1. 


Sylvester S. May Is Honor Guest 





New York.—Sylvester S. May, 
city editor of Daily News Record, 
New York, one of the best known 
individuals in New York and na- 
tional credit circles, was honored on 
May 9 at a testimonial dinner, the 
event marking the twenty-fifth anni- 
versary of his connection with the 
Fairchild Publishing Co., publishers 
of Daily News Record, Women’s 
Wear and a list of other publica- 
tions which cover the textile field. 
The dinner, which was given at the 
Manhattan club, was attended by 
several hundred of Mr. May's friends 
in New York. Executive Manager 
Heimann was one of several who 
responded to a toast to the guest of 
honor. 

“Syl” 


May has attended most 


every national convention of N. A. 
C. M. during the past twenty years, 
For most of the recent conventions 
his paper, which is a daily, has been 
distributed at each day's session of 
conventions. This was true even at 
the Los Angeles convention last year 
when copies were flown from New 
York to Los Angeles each day by 
airplane. 

Mr. May has rendered a great 
service to the credit fraternity during 
his years as news editor of the Daily 
News Record through his attitude 
that news about credit matters is of 
vital importance in the business 
world. 

Mr. and Mrs. May were presented 
a silver coffee service as a memento 
of the occasion. 
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40:h Annual Convention 
Pittsburgh June 17-21 


“Having no iron in the fire and 
merely being interested in the pro- 
motion of sound banking, we submit 
that the best evidence of our sincer- 
ity is that we would recommend the 
study of our banking and credit 
needs by a commission which would 
be under’ obligation to make a re- 
port at the conclusion of a definite 
period of time, preferably not over 
two years, and within a year, if pos- 
sible. This would call for intensive 
work. But we suggest this limited 
tenure because it would remove the 
argument that those who are sug- 
gesting a study are merely hoping 
that such action will delay and even- 
tually defeat the present bill. 

“We believe that the present situ- 
ation in the banking field is relative- 
ly not critical, that there is no 
conflagration in the banking world. 
We feel very definitely that delay 
would not be harmful.” 

In presenting his views to the Sen- 
ate Committee, Mr. Heimann point- 
ed out the preliminary results of the 
recent balloting on the banking bill 
by the members of the Association's 
Economic Credit Council and the 
readers of CREDIT AND FINANCIAL 
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MANAGEMENT. 75% of the member- 
ship is opposed to the bill while 
25% is generally favorable to it, he 
reported. Other details about the 
additional returns on this balloting 
are available on another page of this 
special news supplement. 

Presenting the Association’s view- 
point on the bill, Mr. Heimann ex- 
pressed opposition to the theory of 
bank deposit insurance as a perma- 
nent feature of the banking system, 
but upheld it as an emergency meas- 
ure for continuation during periods 
of crisis and following such a period 
as we had in 1933. 

He registered the conviction that 
all banks should be members of the 

























































W. J. Claussen is 
New(C.A.C.M.Chief 
Prexy Roth Speaks 


Chicago.—National President Fred 
Roth, Cleveland, was the honor 
guest at the annual meeting of the 
Chicago Association of Credit Men 
on May 15th at which session W. J. 
Claussen, Hibbard, Spencer & Bart- 
lett Co., was elected new president 
of the Association. President Roth 
told of a number of visits he has 
made at credit association meetings 


65 Attend T. regoe 
Lecture Series 


At Baltimore, Md. 


Rubanow Elected 
New President of 


N. Y. Credit Men 


New York.—Joseph Rubanow, of 
Manufacturers Trust Co., was unani- 
mously elected president of the New 
York Credit Men's Association, to 
succeed P. M. Haight, of Interna. 
tional General Electric Co., at the 
annual meeting of the association at 
the Fourth Avenue headquarters last 
night. 

Mr. Rubanow, who is chairman of 





















Baltimore.—J. H. Tregoe, for fif- 
teen years Executive Manager of the 
National Association of Credit Men, 
has been making his headquarters in 
Baltimore during the past Winter. 
In connection with the educational 
work Mr. Tregoe is doing for the 
National Association of Credit Men, 
he has conducted a class in Credit 
Economics for the Baltimore Associa- 

























































Federal Reserve System, pointed out and presented a very interesting pic- | tion of Credit Men. Some sixty-five the board of the New York Chapter Sar 
the possibilities of governmental con- | tre of the revival of interest among | students enrolled for this series of of the National Institute of Credit prem 
trol over a central bank, as proposed business executives in credit work | lectures, which began October 4. In and one of the founders of that dered 
in the bill, defended the Federal | which is indicated in a gratifying | all, fifteen lectures were given, the | 8tOup, as well as an active member recen 
Reserve System by saying “it has membership growth in many of the | final one on Monday, May 6th, at | OF the 475 Club, has been first Vice- Trade 
been rather a matter of administra- associations in the National affilia- | which time Mr. Tregoe discussed: President of the New York associa. autho 
tion than a matter of the particular | tion. THE FEDERAL RESERVE SYS- | on during the past year. Credi 
system that might be subject to criti- Mr. Claussen has been vice pres- | TEM. THE OMNIBUS BANKING In fact, the entire slate as sub- mend 
cism,” disapproved of the proposed ident of the Chicago Association for BILL AND THE CENTRAL BANK mitted by the nominating commuttee, tiona 
provisions for open market opera- | two years and also has been for sev- | PLAN. was _ unanimously ratified by the In uy 
tions and the real estate provisions | eral years Chairman of the Adjust- Members of the American In- | meeting, which instructed William signn 
and then recommended the appoint- | ment Bureau Committee and has stitute of Banking were invited to Walker Orr, secretary of the asso- tachn 
ment of a commission to study the | taken a very lively interest in that | attend, as well as officials and em- | Ciation, to cast one ballot for all of “T 
entire matter. Department. L. E. Schroeder, elect- | ployes of the banking institutions of | the nominees, as follows: sets 
In closing his testimony, Mr. Hei- | ed Vice President, has been a Direc- | Baltimore. John L. Redmond, of Crompton- been 
mann said that as to the possibilities | tor and during the last year was The lectures during the season | Richmond Co., first Vice-President, ors ¢ 
of future orgies of circulation, “it is | Chairman of the Collection Division | have been well received and Mr. | C. T. Corcy, of Colonial Works, J ihe | 
our opinion that the Securities-Ex- | Committee, producing a very sub- | Tregoe’s efforts are much appreci- Inc., Vice-President; William F. En- and 
change Commission will no longer | stantially improved record of service | ated. gelhofer, of Henry Glass & Co, sions 
countenance the wild orgy of stock | in that Department. George M. Vice-President; William H. Schmidt, by a 
quotation that so characterizes the | Groves, elected Second Vice Presi- f of Mores & Rogers, Inc., ——e to th 
insane days of 1927, 1928, and | dent at the annual meeting, has been South Bend Plans Outing ident, and William Fraser, of J. P. the | 
1929.” a Director and Chairman of the Stevens & Co., Inc., treasurer. itors 
—_——_ Mercantile Agency Service Commit- South Bend.—The annual outing age Cg The 

Los Angeles.—L. T. Cooney, credit | tee and A. E. Halvorsen has been | of the South Bend Association has Dempsey's Firm Honored the | 
manager of Blake, Moffitt & Towne, | Chairman of our Business Service | been advanced to June 6th from ance 
Los Angeles, recently established a | Committee during the past year. June 4th as originally scheduled. Oakland.—Congratulations are in is 
local record when he drew an at- The Directors who were re-elect- | The event this year will be held at | order for O. J. Dempsey, a director Cal. 
tendance of 375 for a forum pro- | ed were L. W. Brigham, D. C. | the Christiana Lake Tavern. The | of the Oakland Association of Con 
gram on Financial Statement Analy- | Campbell, W. H. Hottinger, Jr., | program includes golf, dancing and | Credit Men, who with his partner, the 
sis. The discussion was presented | H. L. Rusch and W. F. Young. The | a dinner menu on which the famous | S. Sanders, has been appointed cred 
from three different points of view. | new Directors are L. T. Hadley, | Christiana lake perch will be a fea- | Goodyear Tire Distributors for Ala- him 
First a banker gave his views of | S. Overstraeten, P. J. Silberstorf, | ture. A large attendance is antici- | meda and Contra Costa County. Up to | 
what a statement should show so | D. G. Smylie and E. M. Tourtelot, | pated from the Elkhart and St. Jos- | until the present time, they have for 
that the bank might decide upon a | who has just completed his term as | eph areas as well as from South | distributed for the City of Oakland our 
loan application. President. Bend. only. 4 
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View at the Dinner Session at the Northwest Conference in St. Paul 








1 of 
pter 


ed 


are in 
irector 
mn of 
artnet, 


ointed 
ot Ala- 
ty. Up 
y have 
Yakland 


Trustee Plan is 
























































































ee News and Notes 


Given O. K. by This 
High Court Ruling 

























Vice-President of 
Pittsburgh Associa- 
tion and N.A.C.M. 
Director, Advanced 
to Important Post 





Supreme Tribunal of 
California Upholds 
Assignment to 
Trustee for Credit- 
ors 





Pittsburgh.—L. W. Lyons, N. A. 
C. M. director and widely known in 
the industrial world, was elected 
treasurer of the Westinghouse Elec- 
tric & Manufacturing Company, on 
April 24, 1935. He succeeds Her- 
mian F, Baetz, former treasurer, who 
retired from active duty the same 
date. 

From 1904, the year in which he 
joined the Westinghouse organiza- 
tion, Mr. Lyons has continuously 
been a member of the Credit De- 
partment and had for many years 
prior to his election as treasurer 
served as manager of this important 
department. He has also held the 
positions of assistant secretary and 





San Francisco.—The State Su- 
preme Court of California has ren- 
dered a very important decision 
recently in favor of the Board of 
Trade of San Francisco, which is the 
authorized Adjustment Bureau of the 
Credit Managers Association, recom- 
mended and endorsed by the Na- 
tional Association of Credit Men. 
In upholding the validity of an as- 
signment as against a subsequent at- 
tachment, the Supreme Court said: 

“The assignment of the entire as- 
sets of the co-partnership having 
been made for the benefit of credit- 
ors generally, it falls squarely within 
the proviso of section 3440, supra, 
and does no violence to the provi- 
sions of that section. It is supported 
by a consideration (the indebtedness 
to the creditors), and vested title in 
the assignee as trustee for all cred- 
itors. (Jarvis v. Webber, supra.) 
The transfer having been made for 
the benefit of creditors, their accept- 
ance is presumed until the contrary 
is shown (Forbes v. Scannell, 13 
Cal. 243, 288; Bump on Fraudulent 
Conveyances (2nd Ed) 327). While 
the non-acceptance of any particular 
creditor may result in postponing 
him to other creditors, it is not fatal 
to the assignment (Bump, supra), 
for preferences are not illegal under 
our law. (Sec. 3451, Civil Code.) 
This being so, the assignment pre- 
vails over a subsequent attachment 
or execution. (Bump, supra.) In 
other words, a non-consenting cred- 
itor cannot prefer himself over those 
who abide by the transfer. The as- 
signment herein having been made 

in good faith, the property right 

passed out of the co-partnership 
debtor, and thereafter no legal title 
existed in it on which the attachment 
could have fastened. * * * * In the 

e of any conflict with or vio- 
lation of our statutory law, we are 
not inclined to interfere with the 

Practice developed by local boards of 

trade of procuring assignments, exe- 

cuted in good faith, for the benefit 
of creditors generally. Experience 

Shown that this practice has 
much to commend it.” 


a 
1935: Credit Interchange Year 


WESTERN DIVISION 


NOTES 





The Pacific Northwest Conference 
of Credit Executives, held at Bel- 


and 22, and participated in by the 
associations of credit men at Seattle, 
Tacoma, Portland, Spokane and 
Lewiston, Idaho, was a huge success. 
The first day was devoted to Credit 
Group meetings and the second day 
of the Conference to general sub- 
jects of interest to the Credit Man- 
ager. Assistant Executive Manager, 
D. A. Weir, was the main speaker 
at the final banquet. 
a 2 


The Oakland Association of Credit 
Men gave a stag party in the month 
of April for the male members of 
their association. More than 200 
were in attendance. Oakland has 
been having a concerted membership 
drive and no better way can be 
thought of to get the members of 
the association better acquainted with 
one another, than to have an affair 
of this kind. 

* * ¢ 

Zebra initiations were held at Los 
Angeles and Oakland during the 
month of April. D. A. Weir, As- 
sistant Executive Manager of the 
N.A.C.M., transgressed the burning 
sands at Los Angeles. 

* * * 

There is considerable agitation 
among the California associations to 
have a California-Arizona State Con- 
ference of Credit Managers, held at 


L. W. Lyons Is Elected Treasurer of 
| Westinghouse Electric & Mfg. Corp. 


lingham, Washington, on March 21. 


assistant treasurer. His career has 
been that of a specialist in credit 
problems and accounting procedure 
of a nature encountered in a large 
corporation doing business interna- 
tionally. 

A vice-president and director of 
the Credit Association of Western 
Pennsylvania, and a director of the 
National Association of Credit Men 
he has frequently addressed the mem- 
bership of these groups on topics 
associated with their work. He has 
also participated actively in matters 
related to the development of pres- 
ent high standards and current prac- 
tices of credit associations. It is a 
recognition of the important contri- 
butions he has made that he is Gen- 
eral Convention Chairman of the 
40th Annual Convention of the Na- 
tional Association of Credit Men to 
be held in Pittsburgh next June 
17-21 inclusive. 

As treasurer of the Westinghouse 
Company, Mr. Lyons will continue 
to have his offices in the East Pitts- 
burgh headquarters of the company. 





some Central point between Los 
Angeles and San Francisco, either in 
the Fall of this year or the Spring 
of next year. District Conferences 
of Credit Managers are considered 
by all to be most essential and a 
valuable source of education to 
everyone in the credit fraternity. 


R. V. Willis Need New 
Secretary, ArizonaA.C.M. 








Phoenix.—R. V. Willis is the 
mew Secretary-Manager of the 
Arizona Association of Credit Men. 
Lyle N. Owens, former Secretary- 
Manager, resigned to accept a simi- 
lar position with the Retail Credit 
Men’s Association in Phoenix. 
Spencer Woodman has been placed 
in charge of the collection depart- 
ment. He has had considerable 
financial experience and is regarded 
as a capable adjuster. The changes 
were effective with the new fiscal 
year starting on May 1. 


Mourn Death of E. L. Ide 





Los Angeles—Members of the 
Los Angeles Credit Men’s Associa- 
tion as well as the credit fraternity 
in the entire Pacific area mourn the 
death of E. L. Ide, of the firm of 
Kellaway-Ide-Jones Company, paper 
and printers of Los Angeles, on 
April 17. Mr. Ide was one of the 
first secretaries of the Los Angeles 
Credit Men and later served as 
president of the Association. He 
also served on the National board 
of directors. 







3-Part Program at | 
ChicagoForumHas 
Educational Value 





Study is Centered 
Around Credit De- 
partment Forms 
Used in an Account 





Chicago.—The program for the 
May Forum was divided into three 
parts. The committee in charge 
made a canvass of the membership 
to obtain samples of some of the 
more successful forms used in credit 
work. These were mounted by the 
committee and arranged in as a dis- 
play which was shown at an infor- 
mal inspection during the first half 
hour of the meeting. 

Part 11 of the program centered 
about a discussion of credit depart- 
ment procedure in opening a new 
account. This general theme was pre- 
sented under three headings. The 
discussion of salesmen’s reports was 
directed by B. T. Masslich, of Mil- 
ler & Hart Inc. “Credit application 
blank and sales agreement,” was the 
title of a discussion led by A. W. 
Herthel, of Reynolds Metals, Inc. 
B. J. Badger, of Johnson Motor Co., 
concluded with a discussion of meth- 
ods used in assembling other neces- 
sary information. 

As the third section of the pro- 
gram, a playlet entitled “Bachner vs 
The Big Cheese Mfg. Co.,” was pre- 
sented by members of the “33” club. 
The plot of the play concerned the 
efforts of a credit man in trying to 
collect a $2,000 bonus. 


Past-Presidents Form 
Association in Toledo 


Toledo.—Seventeen past presi- 
dents of the Toledo Association of 
Credit Men have formed a new 
group known as the Past Presidents’ 
club. 

J. H. Paddock, for many years a 
leader in mercantile business here 
and now the oldest living former 
president of the wholesale credit 
group, has been named president of 
the club. Charles F. Weiler, chair- 
man of the Metropolitan Housing 
authority, is the vice president. 
George B. Cole, now the secretary- 
manager of the association, is sec- 
retary. 

It is the plan of the organization 
to have as its president the member 
who has served the association earli- 
est as its leader. 

The Toledo Association of Credit 
Men was the first luncheon club in 
Toledo. Leaders in it were promi- 
nent in the formation of the Na- 
tional Association of Credit Men. 
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NACM NEWS and NOTES 


Bridgeport A.C.M. 
Elects Same Staff 
for Second Term 


Bridgeport.—The Bridgeport As- 
sociation closed its educational pro- 
gram for the 1934-35 season with a 
dinner meeting on April 26, at which 
J. H. Tregoe was the speaker. His 
subject was, “Credit Engineering— 
Its Relation to Business Economy 
and Financial Stability.” Mr. Tregoe 
gave a rousing talk, and there was a 
good turnout to hear him. Those 
present had a greater respect for the 
profession in which they were en- 
gaged, after listening to Mr. Tregoe. 

The annual meeting for the elec- 
tion of officers was held just before 
Mr. Tregoe took the floor, and the 
officers for the previous year were 
re-elected. Perhaps on the theory 
that “One good term deserves an- 
other.” 

The Bridgeport Association an- 
mnounces with regret the death on 
April 27 of one of its members, 
J. A. Donohue, Credit Manager of 
Canfield Rubber Company. Although 
Mr. Donohue had been indisposed 
for a short time, the end came quite 
suddenly and unexpectedly. Mr. 
Donohue had been active in the 
local Association, having just been 
re-elected a Director, and having 
served on the Publicity Committee. 
The Association was represented at 
the funeral services. 


Urges Weeding Out 
of Incompetent 
Accounts in Trade 


New York.—The use of business 
credit could be a great deal more ef- 
fective if credit departments would 
weed out the unworthy and incom- 
petent accounts, help the deserving 
ones and stimulate sales on credit 
along wholesome lines, David E. 
Golieb, treasurer of International 
Handkerchief Manufacturing Co. 
and a past president of the New 
York Credit Men’s Association, told 
the monthly forum meeting of the 
women’s group of the New York 
association at the Building Trades 
Employers’ Club last night. 

Miss Jane Sweaf, of J. Sweaf & 
Co., collections and adjustments, 
chairman of the group, presided. 


Insure profits in 1935 with 
Credit Interchange Reports 
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Alpha Nu Is New 


A great deal has been said about 
the Zebra organization and its activ- 
ities, but don’t forget all this while 
the women have not been idle. 

The Los Angeles Association now 
has within its Women’s Division an 
organization known as ALPHA NU, 
the mystical order of Owls (night, 
hoot, wise; call us what you will). 
To enter the portals of this secret 
group, one must secure one (1) new 
member for the Association. 

Monday night, May 20th, we 
staged our first initiation and, be- 
lieve it or not, ten women went 
through the tortures to become loyal, 
full-fledged Owlets. 

One of our members, Mrs. L. E. 
Fish of Toloma Creamery, deserves 
especial mention. This young lady 
calmly walked into the Secretary's 
office on that memorable night when 
the membership contest closed and 
placed in our eager hands six new 
membership contracts. What do you 
think of that for the weaker sex? 
Lois Stephens, Electric Equipment 
Company, was the proud procurer 
of two members. Consequently, we 
will go a little easy on these two 


New Portland Prex Asks 


Active Committee Work 


Portland—Hugh E. Miller, Si- 
monds Saw & Steel Co., new presi- 
dent of the Portland Association is 
busily engaged in a canvass of the 
membership so as to obtain definite 
committals from individuals named 
on committees that they will accept 
the responsibilities which such ap- 
pointments entail and set aside a 
definite allotment of time to the 
work of the particular commmittees 
on which they may be named. It 
is President Miller’s slogan for: his 
term of office that the work of the 
association will progress or degress 
in proportion to the activity of the 
various committees. It is President 
Miller’s hope to have every member 
of the association take part in the ac- 
tivities of one or more committees 
this year. 


Grand Rapids Director Dies 


Grand Rapids.—Frank H. Bocke- 
him, a director of the Grand Rapids 
Association of Credit Men, died re- 
cently. He had been associated with 
the Hazeltine & Perkins Drug Com- 
pany for over 25 years. 


Me. , 
!) 


gh ZeBRAFFAIRS 2 


l 
( I 
ladies at initiation time. 


We have aspirations to equal the 
number of members in our local 
Zebra herd (125) and feel confident 
that is possible. We plan another 
initiation in the Fall and are willing 
to bet we will partly attain our goal 
at that time. 

Can we do it? Well, just wait and 
see, 

“THE ROYAL HOOTER” 


The Chicago delegation of Zebras 
will appear at the Pittsburgh con- 
vention in new uniforms. The 
ROZ from the city by the Great 
Lake held a big card party at the 
La Salle Hotel on April 22, which 
was attended by more than 400. 
The prizes were donated by mem- 
bers of the Herd. The profits from 
the party have been spent for uni- 
forms which it is expected will 
make the Chicago Herd one of the 
most distinctive of the several 
brands to be seen at the Convention 
headquarters this month. This is 
one of several reasons why Chicago 
ROZ has entered such an earnest 
plea to National President Roth for 
a parade of Zebras as one of the 
opening features of the convention. 


W. U. Messages as Invitations 


Muskegon.—Attendance at the 
recent luncheon meeting of the local 
group of credit executives interested 
in the Muskegon chapter of the 
Grand Rapids Association was aug- 
mented by a novel invitation stunt. 
The chairman of the program com- 
mittee happened to be manager of 
the Western Union in Muskegon. 
He had a Day Letter sent to every 
member and prospect on the day be- 
fore the luncheon calling attention 
to the talk to be made by David A. 
Weir, Assistant Executive-Manager 
of N.A.C.M. Mr. Weir also ad- 
dressed the Michigan Bankers’ As- 
sociation at St. Joseph. 


Engstrom to Visit Europe 


St. Paul——Helmer E. Engstrom, 
a member of the board of directors 
of the National Association of 
Credit Men, and one of the leading 
figures in credit circles in the 
Northwest, will miss the national 
convention this year, the first one in 
several years he has not attended. 
He sails early in June on a vacation 
trip through Europe. 

He plans to return to St. Paul in 
the early fall. 


Knoxville Marks 
25th Year at Big 
Annual Meeting 


Knoxville—On Tuesday evening 
May 7th, the Knoxville Association 
of Credit Men held its annual meet. 
‘ng which concluded 25 years of 
service to the Credit Fraternity of 
Knoxville and East Tennessee. 

The report of the retiring officers 
and the chairmen of special commit. 
tees indicated that the Association 
had had a very active and satisfac. 
tory year, with a small gain in mem. 
bership and with more enthusiasm in 
Association activities than has been 
shown for some years. 

The Association voted to hold the 
Annual Ladies’ Night, which is 4. 
ways an enjoyable affair and ow 
meetings will then conclude until the 
early Fall. The following officers 
were elected to serve for the ensuing 
year: A. C. Bruner, East Tenn. Pack. 
ing Co., president; C. V. Taylor, 
J. F. G. Coffee Company, vice presi- 
dent; J. N. Green, Swift & Com. 
pany, vice president; Phil S. Dance, 
House-Hasson Hdwe. Co., vice presi- 
dent; H. C. Hutsell, W. J. Savage 
Company, treasurer; W. A. DeGrout, 
secretary-manager. 

The Association elected four dele. 
gates to the Pittsburgh Convention, 
and it seems probable that the dele 
gation will be materially increased 
before Convention time. 


Woman’s Division Is 


Organized at Toledo 


Toldedo.—A woman's Division 
of the Toldeo Association of Credit 
Men was organized at a recent din- 
ner meeting attended by eighteen 
women members of the Association 
Officers were elected as follows: 
President, Mrs. Elner Milliere, To 
ledo Casket Company; Vice-Presi 
dent, Miss Martha Dierks, of The 
Harbauer Company; Secretary, Ms. 
Eva Roeder, of Gross Electric Fi 
tures Company. The purpose o 
the organization was explained 
Mrs. Milliere, who acted as Chait 
man of the committee proposing tht 
organization. Other members 
the Association explained what the 
thought the advantages would k 
that would accrue to the me 
of such an organization. Eighte 
members were present and unadl 
mous approval was given to tt 
new organization. 

George B. Cole, Secretary of t 
Association, reviewed current legs 
lative matters to the profit and it 
terest of the members present. & 
retary was authorized to commul 
cate to the Senators and Represet® 
tives on certain bills now belo 
the Congress. 
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NACM NEWS ad Notes 


President Roth at 
Annual Meeting of 
Baltimore A.C. M. 





Baltimore——The Baltimore Asso- 
ciation of Credit Men held its Thirty- 
ninth Annual Meeting and Dinner 
on Monday evening, May 27th, at 
the Chesapeake Club, 20th floor, 
Baltimore Trust Building. The speak- 
ets for this occasion were Fred Roth, 
of Cleveland, President of the Na- 
tional Association of Credit Men, 
and J. H. Tregoe. Sylvan Hayes 
Lauchheimer, for many years Coun- 
sel of the Association, was the Toast- 
master. 

Officers and Directors for the year 
beginning with the Annual Meeting 
were elected. The Committee on 
Nominations, composed of Sylvan 
Hayes Lauchheimer, Chairman; Rich- 
ard T. Baden, Holland, Baden and 
Ramsey; P. E. Belt, Crane Co.; Ad- 
dison Boren, Jr., Otis Elevator Co.; 
Edwin Sonnehill, L. Greif & Bro., 
Inc., recommended for re-election for 
a second term. 

President, Wm. E. Moore, U. S. 
Fidelity & Guaranty Co.; first vice 
president, Geo. N. Groff, Wm. H. 
Cole & Sons; second vice president, 
R. C. Smoot, The Baxter Paper Co.; 
treasurer, Blake Bourne, John E. 
Hurst & Co., Inc. 

At this meeting, the students of 
the class in Credits, sponsored by 
the Association and conducted in co- 
operation with the Johns Hopkins 
University evening courses in Busi- 
ness Economics, received their cer- 
tificates of the National Institute of 
Credit. George J. Clautice is In- 
structor of the class. 

Students of the Tregoe Lecture 
Course joined in this meeting and 
received certificates for completion of 
the lecture series. 


Grand Rapids Closes 
Year With Big Gains 





_Grand Rapids—The Grand Rap- 
ids Association held a gala affair in 
Connection with its annual meeting 
at the Rowe Hotel on May 2ist. 
The progress for the year was re- 
viewed by the officers and commit- 
tee chairmen. The report indicated 
the Association, together with the 
Adjustment and Interchange Bureau 
had closed the year with a profit. 
The membership of the Grand Rap- 
ids Association is the highest it has 

for a great many years. New 

ts are constantly being en- 
tolled and the Interchange Depart- 
ment is making rapid strides to the 
fore. The prospects for 1935 and 


1936 are exceedingly bright. Four 
new Directors were elected. 





Credit Careers 





William F. Smith, of Chattanooga, 
never built a mouse trap but none- 
the-less he verifies the old adage. 
Merited distinctions have not ceased 
coming his way. 

Though the greater part of his 
business career has been with The 
Chattanooga Medicine Company, 
where he has been identified with 
credit work for more than a quarter 
of a century, his experience has been 
broad and his interests varied. As 
a young man he was secretary to a 
vice president of The Chattanooga 
Medicine Company in charge of 
sales. Thence to the St. Louis 
Branch, from which Western busi- 
ness was handled, and there his re- 
sponsibilities expanded to embrace 
credits, collections and production. 
After fourteen years he returned to 
Chattanooga as assistant treasurer in 
charge of credits. Collections and 


Fargo-Moorhead Wins at 
North-west Conference 





St. Paul.—The Northwest Credit 
Conference held in St. Paul on 
April 27th, proved to be a delight- 
ful and interesting meeting of credit 
executives and guests. Three hun- 
dred and fifty persons attended the 
banquet and were enthusiastic over 
the address of Executive-Manager 
H. H. Heimann. 

The Fargo-Moorhead Association 
won the honors for having the 
greatest percentage of its members 
in attendance. 

Visiting ladies were entertained 
at noon at the Women’s City Club. 

W. C. Rodgers and cast of credit 
executives presented an interesting 
“skit” featuring adjustments and in- 
terchange. 





personnel work were added, and so 
on until he also had executive direc- 
tion of the various departments of 
the general office, and on January 1, 
1935, without relinquishing other 


| executive duties, he was appointed 


general superintendent of production. 

Meanwhile, he has attended all 
national conventions of the Associa- 
tion, with only one or two excep- 
tions, since the Atlanta convention. 
Among his important committee as- 
signments was the 1934 Resolutions 
Committee. He is one of the “pil- 
lars” of the Chattanooga Association, 
a past president, one of three direc- 
tors holding the Association’s stock, 
a director for more than ten years, 
and chairman of the Interchange 
committee. The Interchange Bureau 
has been one of his particular inter- 
ests for years and its work was the 
subject of a paper he delivered at 
the Buffalo convention. 

Aside from credits, Mr. Smith has 
been a keen student of human rela- 
tions in industry and for many years 
has participated in the activities of 
the Southern Industrial Conference. 

His “Who’s Who” might read: 
Born 1875; Home: Lookout Moun- 
tain, Tennessee; Education: Public 
schools and (what is now) Univer- 
sity of Chattanooga; Assistant Treas- 
urer The Chattanooga Medicine 
Company, in charge of credits, col- 
lections and General Superintendent 
of production; Commissioner Town 
of Lookout Mountain; Treasurer 
Lookout Mountain Presbyterian 
Church (for many years), Director 
Morris Plan Bank. Married Ruth 
Horn, St. Louis, 1908; Children: 
two sons, one daughter. Plays golf, 
enjoys football and baseball, travels 
when time permits; admired and 
loved by a host of friends. 


Urges Closer Contacts 


As Aid in Credit Work 


Springfield, Mass.—At a recent 
dinner forum of the Western Mas- 
sachusetts Association of Credit Men 
the subject of discussion was “Meth- 
ods for meeting present day credit 
situations.” Secretary Harry E. Mor- 
ton advanced the thought that it was 
not possible to set up a definite pat- 
tern for. checking as so many situa- 
tions enter into the present business 
relations that the credit manager must 
be almost as well acquainted with 
customers as are the salesmen. It 
was pointed out that this was espe- 
cially true in the wholesale trade. 
It was recommended that credit man- 
agers visit each account, where the 
trading radius is not too large, at 
least twice each year. 





Fraction of One 
Percent Decides 
Membership Race 


(Continued from page 31) 

In commenting upon the work of 
his membership committee this year, 
Secretary Orr of the New York As- 
sociation, told the secretaries attend- 
‘ng the Eastern District Secretaries 
Conference at the National offices 
early in May, that he had noticed a 
marked revival of interest among 
many business houses in the work 
of the credit organization. He at- 
tributed this to a gradual improve- 
ment in business conditions and a 
realization on the part of business 
houses that credit departments are 
of great importance in modern trade. 

In Class B, St. Louis made a cred- 
itable showing to win well out in 
the lead. The Class C race, how- 
ever, was another close contest, Oak- 
land coming in with a rush in the 
last few days of the contest to nose 
out Indianapolis. Secretary Merritt 
Fields of the Indiana capital is to 
be commended, however, for the ex- 
cellent work and good membership 
enrollment maintained throughout 
the year. 

The advantage of developing chap- 
ters in neighboring cities was quite 
conclusively demonstrated in the vic- 
tory of South Bend in Class D. The 
development of a new chapter in the 
St. Joseph-Benton Harbor area and 
the renewed activity in the chapter 
at Elkhart, backed up by Secretary 
E. J. Payton’s excellent membership 
work in South Bend proper, placed 
this association well out in front. 
San Diego, winner of first honors in 
this division last year, annexed sec- 
ond honors this year quite handily. 

El Paso gained only second honors 
in Class E on a membership gain 
which under ordinary conditions 
would have won first place. The re- 
vival of interest in the Thumb dis- 
trict of Michigan brought a doubling 
of membership for the Saginaw-Bay 
City Association. 


CLASSIFIED ADS 





EXECUTIVE ACCOUNTANT OR 

CREDIT MANAGER 
Available! Can you use an experienced 
accountant, capable of the installation and 
operation of a modern cost or general ac- 
counting system? 3 

Skilled in the preparation of Budgets, 
Financial and Operating statements. 
Versed in financial, credit and collection 
matters and capable of formulating pro- 
ductive policies. 

Can take responsibility, get things done 
with maximum of cooperation from asso- 
ciates and subordinates at minimum cost 
for results achieved. 

Married man, three dependents, middle 
aged. Splendid references as to character 
and ability. 

Can make myself profitable to your or- 
re if given an opportunity. May 

receive a favorable reply? Box 280, 
care Credit & Financial Management, One 
Park Ave., New York. 
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NACM NEwsS and NOTES 


Milwaukee Elects 
12 Delegates to 


Natl. Convention 


Milwaukee.—At the annual meet- 
ing held Thursday, May 9th, presi- 
dent E. G. Loose, Credit Manager 
of the Wadhams Oil Company, was 
elected to succeed himself. 

Fred J. Bury, Jr., Credit Manager 
of E. R. Godfrey & Sons Company, 
was elected Vice President. Mr. 
Bury has been a member of the 
Board of Directors for several years, 
and has been very active in the As- 
sociation. He has served as Chair- 
man of various Committees and is 
well known to the members of the 
Organization. 

Geo. J. Christiansen, of Hummel 
& Downing Company, was re-elected 
Treasurer. 

A. L. Kohlmetz of Patek Brothers, 
Inc., and Wm. Wanvig of the Globe- 
Union Mfg. Co., were re-elected Di- 
rectors for a three year term. M. J. 
Kavanaugh, Treasurer of the Walter 
Booth Shoe Company was elected a 
Director for a three year term. 

The following were elected Dele- 
gates to serve the Association at 
the National Convention in Pitts- 
burgh, the week of June 16th:- 
C. N. Burton, O. Jaeger Baking 
Company; Fred J. Bury, Jr., E. R. 
Godfrey & Sons So.; Geo. J. Chris- 
tiansen, Hummel & Downing Co.; 
L. J. Consigny, Carnation Co.; G. A. 
Kaiser, Ideal Shoe Co.; A. L. Kohl- 
metz, Patek Brothers, Inc.; Frank 
W. Lau, A. Geo. Schulz Co.; F. J. 
Norlander, News and Sentinel; F. O. 
Reibold, National En. & Stamp Co.; 
C. H. Rogler, Rohn Shoe Mfg. Co.; 
Leo Sorenson, Geo. Ziegler Co.; 
Fred F. Stuckert, Hansen Glove 
Corp. 

W. Bayard Taylor, Professor of 
Finance at the University of Wiscon- 
sin, was the speaker of the evening. 
His topic was “Inflation, as it may 
affect the Credit Men.” His topic 
was very interesting and the speech 
was enjoyed by his listeners. Mr. 
W. C. Grimmer, of Joannes Brothers 
Company, Green Bay, Director of the 
National Association of Credit Men, 
for this District, attended the meet- 
ing, and spoke briefly regarding 
membership, the Royal Order of 
Zebras and the Pittsburgh Conven- 
tion. It was indeed a pleasure to 
have had our National Director with 
us. About a hundred and fifty at- 
tended the meeting. About seventy- 
five persons received door prizes. 


Insure profits in 1935 with 
Credit Interchange Reports 


36 


Cleveland Helps 


Canton to Form 


New Credit Club 


Cleveland.—The Cleveland Asso- 
ciation of Credit Men, with the 
splendid assistance of John D. 
Cathon of The Hoover Company, is 
tostering a movement in Canton to 
reorganize the old Canton Credit 
Club to be known as “The Stark 
County Credit Club.” 

On April 30th, this new Club 
held its first meeting and elected 
the following officers: John D. 
Cathon, The Hoover Company, Pres- 
ident; H. J. Fast, First Trust & 
Savings Bank, Vive President; C. L. 
Stamm, The Dine-DeWees Company, 
Secretary-Treasurer. 

Short talks were given by W. E. 
Rice, President, Cleveland Associa- 
tion, and Hugh Wells, Secretary. 
Fred Roth, National President, was 
the speaker of the evening and de- 
livered a splendid inspirational ad- 
dress. 

To date, this new Club boasts 
twenty-six members with a slogan 
“Every member get a member.” 
They expect to have a total mem- 
bership of one hundred within the 
year. It goes to show what inspira- 
tion coupled with perspiration can 
do. 


LOUISVILLE'S FINE 
RECORD 


Louisville—In his annual report 
to the members of the Louisville 
Credit Men’s Association at the an- 
nual meeting on May 23, Secretary 
Manager S. J. Schneider presented 
some interesting facts about the oper- 
ations of this important affiliate of 
the National Association. During 
the year closing on April 30th the 
Louisville C.M.A. collection depart- 
ment received 9,212 claims aggre- 
gating $650,583 and distributed to 
members $292,326 in funds col- 
lected. The Estates department 
handled 38 new cases, 27 of which 
were in the Bankruptcy court. 

The Interchange department com- 
piled for local members 61,183 re- 
ports during the year. Fifteen credit 
groups are sponsored by the Louis- 
ville association. 

At the close of the fiscal year the 
Louisville membership totaled 518 
with 268 Credit Interchange sub- 
scribers. These figures show an 
increase of three percent in member- 
ship and four percent in Interchange 
subscribers within a year. It has 
been the proud boast of the Louis- 
ville association for several years 
that its membership total represents 
a considerable percentage of the pos- 
sible quota in the Louisville area. 


MOURNED IN 
LOUISIANA 


Shreveport.—North Louisiana 
mourns the death on May 6 of Col. 
Jackson Bryan Ardis, a leader in the 
business and civic life in Shreveport 
for more than a half a century. Col. 
Ardis was one of the founders of 
the Shreveport Chamber of Com- 
merce. He was for several years 
chairman of the board of the First 
National Bank and the City Savings 
Bank & Trust Co. When he retired 
from this position in 1926, Mr. 
Ardis was given one of the largest 
testimonial dinners ever held in 
Shreveport. He held important posi- 
tions in the transportation field. He 
had served as a director on the 
board of the Southern Pacific railway 
and at the time of his death was a 
member of the board of directors of 
the Kansas City Southern railway. 
It is estimated by his closest friends 
that Col. Ardis had given more than 
a million dollars during his life to 
various charitable and philanthrop- 
ical enterprises. 


Newark Invites NACM’s 
to Its Annual Outing 


Newark:—The New Jersey Asso- 
ciation of Credit Men will hold its 
annual outing, golf tournament and 
dinner dance at the Crestmont Golf 
Club, West Orange, N. J. during the 
afternoon and evening of June 27th. 
The Zebras will handle affairs this 
year. 

If any member of the National 
Association of Credit Men, who is 
not on our mailing list expects to be 
in the metropolitan area on June 27th 
they are urged to attend this event. 


J. Mercer Brugler 
Is Elected Head 


at Rochester N. Y, 


Rochester—With the close of a 
season of monthly membership meet. 
ings, the following officers and direc. 
tors were elected at the annual 
meeting held May 8: 

President, J. Mercer Brugler, The 
Pfaudler Co.; 1st Vice President, 
Wm. H. Ewell, Rochester Lead 
Works; 2nd Vice President, C. F. 
Hennessy, Dun & McCarthy, Inc., 
Auburn, N. Y.; Treasurer, W. H. 
Lapham, Weed & Company; Direc. 
tors for three years: Wm. C. Hussey, 
Levy Bros. & Adler-Rochester, Inc.; 
R. B. Welch, Bausch & Lomb Opti- 
cal Co.; H. S. Johnston, Central 
Trust Co. Directors for two years: 
Victor W. Lyon, Colonial Beacon 
Oil Co.; H. L. Braunschweig, 
Rochester Envelope Co. 

The Credit Education Committee 
has completed a successful program 
with forty students completing edu- 
cational courses. J. L. Meyers of 
Michaels, Stern & Company is Chair- 
man of the Educational Committee. 

On May 14, President-elect, Mer- 
cer Brugler, together with H. W. 
Minchin, W. H. Ewell, W. H. 
Lapham and C. F. Hennessy, jour- 
neyed to Syracuse to attend the an- 
nual meeting of the Syracuse As- 
sociation. 


Zebras Entertain at 


Cleveland’s Annual 


Cleveland—The annual meeting 
and May Party of the Cleveland As- 
sociation of Credit Men was held 
May 11th, at the Cleveland Chamber 
of Commerce. This meeting was 
under the auspices of the Zebras. 
A delicious dinner was served at 
6:30 P. M. after which William E. 
Tonks of Cleveland, now connected 
with the Reconstruction Finance Cor- 
poration at Washington, gave 4 
brief talk. Following Mr. Tonks, 
H. M. Oliver, Secretary of the Pitts- 
burgh Association, made a few te 
marks concerning the National Con- 
vention to be held in Pittsburgh in 
June. 

Annual Reports of the Association, 
officers and committees were read by 
President W. E. Rice. 

The Zebras then entertained with 
a minstrel show lasting approxi- 
mately one hour which was vel 
fine. Dancing and cards were i 
order for the remainder of the evet- 
ing. Everyone had a good time and 
the meeting was voted a_ huge 
success. 

Eleven candidates were elected 10 
the Board of Trustees for the ¢ 
suing year. 
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Distillers Group 
develops program 

The preliminary report from the Alco- 
holic Beverages, Spirits and Distillers 
Group which meets at the Credit Con- 
gress of Industry in Pittsburgh on June 
18th, Chairmanned by H. E. Stoeber of 
the Credit Department of National Dis- 
tillers, New York, reveals an interesting 
program in the course of development. 

The meeting will be devoted, accord- 
ing to present plans, to credit talk and 
analysis by members of the group. Fol- 
lowing the opening by the Chairman, 
M. S. Stocksdale of the Calvert Maryland 
Distilling Company, will speak on the 
subject of the Credit Interchange of 
ledger experience and then H. Wein- 
baum of the Schenley Products Company 
is expected to talk on the subject of the 
purpose of the credit group, and its func- 
tion within an industry, and cooperation 
with other industries through the Na- 
tional Credit Interchange System. 


Stationery, Office 
Equipment program 

‘Saou lh speakers are sched- 
uled to appear before the Stationery 
School and Office Equipment and Sup- 
plies group meetings at the Credit Con- 
gress of Industry in Pittsburgh June 18th, 
according to R. Guy Echols, Credit Man- 
ager of the American Crayon Company, 
Sandusky, Ohio, who is General Chair- 
man of the Group. At the time of going 
to press, the program was not completed 
but we were able to learn that the fol- 
lowing are scheduled: 

Ernest I. Kilcup, Treasurer of the 
Davol Rubber Company of Providence, 
R. L., former President of the National 
Association of Credit Men. J. P. Tem- 
pleton, Credit Manager of Joseph Dixon 
Crucible Company, Jersey City, N. J., 
on “The Sales Sense of Credit Managers 
and the Credit Sense of. Salesmen.” 
Scott Foster, General Credit Manager of 
the Dennison Manufacturing Company, 
Framingham, Mass., on ‘Current Collec- 
tion Problems.” L. W. Brigham, Secre- 
tary of the Wahl Company, Chicago, IIl., 
on “Creditors’ Extensions—When Ad- 
vantageous and How Handled.” Hugh 
Wells, Executive Manager of the Cleve- 
land Association of Credit Men, on “The 
Procedure Under, and Effect of, Section 
'77B’ of the Bankruptcy Act.” 


a 
Prepare for PITTSBURGH! 


40th Annual N. A.C. M. Convention 
and Fifth Credit Congress of 
Industry—June 17 to 21 


a 
Insure profits in 1935 with 
Credit Interchange Reports 


Practical Credit Analysis 


The latest, most advanced and the simplest 
method of determining the Credit Avail- 
ability of Industrial Balance Sheets. Ac- 
cepted by leading Bank and Trade Credit 


Men. 


Privately issued in mimeograph form, bound 


at $7.00. 


Will be sent on 5 days approval. 


Eugene S. Benjamin 





@ Wages 

Cotton textiles is still one of the low- 
est paid industries in the country in spite 
of the fact that, since the adoption of 
the cotton textile code, average hourly 
earnings have been increased more in the 
manufacture of cotton goods than in any 
other industry except men’s furnishings. 
The study of wage rates and weekly 
earnings in the cotton-textile industry, 
1933-34, made by the Bureau of Labor 
Statistics, reveals that the adoption of 
the industrial code for the cotton-textile 
industry resulted in raising hourly and 
weekly earnings in most of the occupa- 


220 Fifth Ave., New York 





tions, but reduced considerably differen- 
tials based upon skill. The wage 
provisions of the code were found to 
have been generally observed. 


A leopard escaped from a French 
circus. Residents in the neighborhood 
became very uneasy owing to the rap- 
idity with which the animal was said to 
be changing its spots. 

Humorist 


Your "finger on the pulse” is a 
Credit Interchange Report 





AUTOMOBILE COVERAGE 


1935 ECONOMY MODEL 


NEW models in insurance, like new models 
in automobiles, have been developed to meet 
today’s motoring needs. 

The new Comprehensive Automobile Pol- 
icy of the F. &G. Fire is the modern way to 
cover practically all risks of loss or damage 
to yourautomobile and its equipment.‘“‘Com- 
prehensive” gives you in a single policy, and 
at a smaller cost, a breadth of protection 
which formerly required several policies. 

Combination policies with the U.S. F.& G. 
are also availableto protect motorists against 
every hazard of ownership. Nation-wide Ser- 
vice. Your F.& G. Fire agent — or your insur- 
ance broker—will give you full information. 


18, GG. FUR 


FIDELITY AND GUARANTY FIRE CORPORATION 
affiliated with 


Wo Sol & Go 


UNITED STATES FIDELITY AND GUARANTY COMPANY 


Home Offices: BALTIMORE 


When writing to advertisers please mention Credit & Financial Management 
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Score sheet of collection and sales conditions 





State City Collections Sales State City Collections Sales 
Ala. Birmingham Good Fair N. Y. Albany Fair Fair 
Ark. Little Rock Fair Fair Binghamton Fair Fair 
Calif. Los Angeles Good Fair Buffalo Good Fair 
Oaklan Good Good Elmira Fair Fair 
San Diego Good Good Jamestown Fair Fair 
San Francisco Good Good New York Fair Fair 
Colo. Denver Fair Fair Rochester Fair Fair 
Conn. Bridgeport Good Good Syracuse Good Fair 
Hartford Fair Fair N. C. Charlotte Fair Fair 
D.C. Washington Fair Good N. D. Grand Forks Good 
Fla. Jacksonville Fair Fair Ohio Columbus Fair Fair 
Tampa Slow Fair Toledo Slow Slow 
Ga. Atlanta Fair Fair Youngstown Fair Fair 
Idaho Lewiston Fair Fair Okla. Oklahoma City Fair Fair 
Ind. Evansville Good Fair Tulsa Fair Fair 
Fort Wayne Fair Fair Pa. Allentown Fair Fair 
Indianapolis Good Good Altoona Slow Slow 
South Bend Good Fair Harrisburg Good Slow 
lowa Burlington Fair Fair Johnstown Slow Slow 
Cedar Rapids Fair Good S. D. Sioux Falls Fair Fair 
Davenport Fair Good Tenn. Chattanooga Good Good 
Des Moines Fair Fair Knoxville Good Good 
Ottumwa Fair Fair Memphis Good Good 
Sioux City Good Good Texas El Paso Fair Fair 
Waterloo Good Good Fort Worth Fair Fair 
Kan. Wichita Fair Fair Houston Good Fair 
Ky. Louisville Good Good San Antonio Fair Fair 
La. New Orleans Fair Fair Waco Fair Fair 
Shreveport Fair Fair Utah Salt Lake City Fair Fair 
Md. Baltimore Fair Fair Va. Bristol Good Fair 
Mass. Boston Fair Good Lynchburg Fair Fair 
Springfield Fair Fair Norfolk Fair Good 
Worcester Fair Fair Richmond Good Good 
Mich. Detroit Good Fair Roanoke Fair Good 
Flint Good Fair Wash. Seattle Fair Fair 
Grand Rapids Good Fair Tacoma Fair Fair 
Minn. Duluth Fair Fair W. Va. Bluefield Fair Fair 
Minneapolis Fair Fair Charleston Fair Fair 
St. Paul Fair Fair Clarksburg Fair Fair 
Mo. Kansas City Fair Fair Huntington Fair Fair 
St. Joseph Fair Slow Parkersburg Fair Good 
St. Louis Fair Slow Wheeling Fair Slow 
Mont. Billings Fair Fair Wise. Fond du Lac Fair Good 
Great Falls Fair Fair Green Bay Fair Fair 
Helena Good Good Milwaukee Fair 
Nebr. Omaha Fair Fair Oshkosh Fair Fair 
N. J. Newark Fair Fair 











Collection and sales comments: 


LE Sioux City, Iowa, trade reports 
iv} 


indicate that conditions will be 

much better as the season progresses. 

In the particular area reporting, 
there has been a drought for the past 
three years. This has been a big detri- 
ment to the purchasing power of the 
farmer. However, sufficient moisture is 
now in the ground to insure a small grain 
crop. Corn planting is being done at 
present but the weather is quite cold for 
it just at this time. There are very few 
lines of businesses in Sioux City which 
have found no improvement whatsoever. 
It is said though that the petroleum in- 
dustry in the State of Iowa will be ma- 
terially effected by the Iowa Chain Store 
Tax. The State Legislature has ad- 
journed for the present thus relieving 
the anxiety on the part of many. Com- 
ments being made indicate that if Con- 
gress would adjourn quickly the majority 
of the business firms would get into 
their year’s progress with a better spirit. 
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. . . Shreveport, La., declared their sales 
to be holding up quite well in some lines 
while in other lines they are reported to 
be falling off. A number of new homes 
are being built and improvements are 
also being made on property involving 
considerable sums. It is reported that 
Libbey-Owens-Ford Glass Company are 





Summary 
This month: 
Collections: Sales: 
Good 27 Good 22 
Fair 62 Fair 64 
Slow 4 Slow 7 
Last month: 
Collections: Sales: 
Good 16 Good 12 
Fair 67 Fair 70 
Slow 8 Slow 9 





having improvements and additions 
made to their local plant. The April 
building permits for Shreveport show 
an increase of $41,704.79 over April of 
1934, while the increase for the first four 
months of 1935 over the corresponding 
period in 1934 is $136,812.61. Bank 
clearings for the first four months of 
1935 show a gain of $1,508,130.30 over 
the same period for 1934. . . . In Spring- 
field, Mass., we learn that sales are being 
kept back by the majority of credit 
executives adopting a “red pencil atti- 
tude,” thus cancelling orders instead of 
increasing business by trying, wherever 
possible, to accept orders, thereby in- 
creasing volume. Likewise, their collec- 
tions are being restricted by the nervous 
extension of accommodation, which 
makes the average of overdue accounts 
very small... . St. Paul, Minn., says both 
their sales and collections are slightly off 
in the wholesale and retail fields. The 
Agriculture outlook is much better, how- 
ever, with moisture conditions for seed- 


ing good. 

















NOMINATIONS COMMITTEE— 
PITTSBURGH—JUNE 17 to 21, 1935 


PAST PRESIDENTS 
Ernest |. Kilcup, Davol Rubber Company, Providence, R. |. 
E. Don Ross, Ee biedean Company, Portland, Ore. 
William Fraser, J. P. Stevens & Co., New York, N. Y. 
Frank D. Rock, Armour & Company, San Francisco, Cal. 
George J. Gruen, Gruen Watch Mfg. Co., Cincinnati, Ohio 


FROM THE DISTRICTS 


Frank S. Hughes, Federal Reserve Bank of Boston, Boston, Mass. 
W. C. Hussey, Levy Bros. & Adler, Rochester, N. Y. 

C. O. Greenlee, Purity Baking Co., Charleston, W. Va. 
Clarence J. Goldthorpe, Union National Bank, Youngstown, Ohio 
Leo E. Schroeder, George E. Watson Co., Chicago, Ill. 

Oscar S. Dietz, General Electric Supply Corp., St. Louis, Mo. 

E. J. Keefe, Bryan Keefe & Co., Tampa, Fla. 

J. E. Ledbetter, Northrup King & Co., Minneapolis, Minn. 

S. W. Leaver, Westinghouse Electric Supply Corp., Salt Lake City 
Horace V. X. Wright, Tacoma Grocery Co., Tacoma, Wash. 
MEMBERS AT LARGE 


P. G. Carter, Owens Minor Drug Co., Richmond, Va. 

Frank C. Demmler, Demmler Bros. Co., Pittsburgh, Pa. 

Frank Heintz, Pittsburgh Plate Glass Co., Detroit, Mich. 

E. H. Heller, Citizens Union National Bank, Louisville, Ky. 

J. G. Holland, Moore-Handley Hardware Co., Birmingham, Ala. 
A. N. Levin, Levin Bros., Terre Haute, Ind. 

; G. Parker, First National Bank, Fort Worth, Tex. 
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D. Powell, Skelly Oil Co., Kansas City, Mo. 
E. Simonson, Merchants National Bank & Trust Co., Fargo, N. Dak. 
W. Watson, Bank of America, N. T. & S. A., Los Angeles, Cal. 


Congress holds 
\ center of stage 
(Cont. from page 13) on the problems of 


unemployment. The importance which 
he attaches to these efforts is perhaps 





fairly, laid largely at the door of the 
White House. 


Work-relief efforts are still in the 
organization stage but it is already clear 
that, as remarked before, the President 
is determined to use, as for as possible, 











PrTTrier 
PTT Tt te 
COON 

yi 





Is Your Insurance 
Keeping Pace With 
Rising Values? 


It is very important that your 
properties be adequately in- 
sured in accordance with in- 
creased values. Especially if 
your policies contain a Co- 
insurance, Average or Contri- 
bution Clause. 





In these times of mounting 
replacement costs it is impera-. 
tive that insurance policies be 
checked frequently. 





And it is wise to place your 
insurance with the Northern 
Assurance Co., Ltd. 


The Northern is an old line 
company. It is in its 100th 
year of operation. During the 
century it has pursued a steady, 


best evidenced by his willingness to as- 
sume direct responsibility for the accom- 
plishment of the program and to place 
himself in the position of vulnerability 
which will go with that responsibility. 
Up to the present time, a subordinate 
official has alwayes been available to 
carry the load of blame or receive the 
mede of praise resulting from the activ- 
ities of the various emergency agencies 
but the success or failure of the work- 
relief program will be, fairly or un- 


Our old friend 

Wife—‘“Do you realize, dear that it 
was twenty-five years ago today that we 
became engaged ?” 

Absent-Minded Professor—‘Twenty- 
five years! Bless my soul! You should 
have reminded me before. It’s certainly 
time we got married.” 


Your "finger on the pulse” is a 
Credit Interchange Report 


honorable and dependable pol- 
icy and will continue to do so. 


There is a Northern Agent in 
your city. His name and 
address will be supplied on 
request. 


Free for the Asking 


Write us for a copy of a handy 
and complete “Record of In- 
surance” book. 


the facilities of established governmental 
agencies to carry on the work. Thus 
the grade-crossing elimination project 
will be under the control of the Bureau 
of Public Roads, etc. The wisdom of 
this method of operation is evident but 
its effectiveness will be determined by 
the efficiency of the three control units 
which will receive, classify, analyze and 
distribute applications, provide or with- 
hold allotments of money to finance the 
projects, and purchase supplies, provide 
employees and maintain progress of the 
work. 










NORTHERN 


ASSURANCE CO., LTD. 


80 John St., New York 
Chicago 


At present the work-relief administra- 
tive set-up is in the throes of “develop- 


San Francisco 
mental palpitations,” a malady with 





, : FIRE 
whose symptoms Washingtonians have 

become familiar through observation of INSURANCE 
the early days of the alphabetical agen- AND 





cies. As the work of organization prog- 
resses the program will undoubtedly be 
clarified but as yet it is impossible to get 
a clear picture of either policies or prog- 
ress. Applications and their sponsors 
are pouring into (Cont. on page 43) 





ALLIED LINES 


Ask anywhere in the World what repu- 
tation the Northern of London bears. 
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Contribution (Co-insurance Form) per- 
mits payment for loss under these items 
even though they are not included in the 
insurable amount. By a separate item, 
the form permits the assured to specifi- 
cally cover the payroll of ordinary em- 
ployees for a period of ninety days, but 
this protection is optional. 

The additional expense of re-estab- 
lishing the business after a loss occurs is 
covered under a third item in the Full 
Contribution (Co-insurance Form), pro- 
vided the expenses thus incurred reduce 
the amount of loss to be paid under the 
policy. These expenditures would per- 
mit the assured to promptly re-establish 
the business and thus suffer only a minor 
loss of customers or trade. 

Reports published by one of the mer- 
cantile agencies show that 46% of the 
concerns suffering losses by fire do not 
re-engage in business, and it is our ob- 
servation that many of these business 
houses could not meet the expense of 
holding together their business organiza- 
tions during the period required to re- 
build their property. 

Without Business Interruption (Use 
& Occupancy) Insurance, the cost of re- 
establishing the business would repre- 
sent a “dead loss” and it is therefore 
apparent that this kind of insurance is 
just as vital to the business concern as 
the insurance covering the physical prop- 
erty loss. 


VOVEVEIAVEIEIE SESE SE SESE SESE SE SESE SE 


To the 
CREDIT MAN 
who buys 
the insurance 
for his concern: 


A going concern that is burned out loses money 
which direct fire insurance cannot repay. For, that 
policy indemnifies only for direct physical property 
damage and there are other indirect, often-more- 
serious losses that follow a fire. Even though every 


dollar of property damage is recovered, there still 
remain to be taken into account: ° 


1. NET PROFITS lost because goods cannot be | 
produced, sold or stored, and 





















2. EXPENSES that continue despite interrup- 
tion or suspension of business. 


@ Upturns 


Changes in manufacturing industries 
from January, 1933, to January, 1935, 
include an increase of 30.6 percent in 
number of wage earners, a gain of 25.8 
percent in the number of man-hours 
worked, an advance of 62.3 percent in 
weekly pay rolls, a decline of 3.7 per- 
cent in average hours worked per week, 
and increases of 27.6 percent in average 
hourly earnings and 24.2 percent in per 
capita weekly earnings. These and vari- 
ous other comparisons are made in a 
recent study by the Bureau of Labor 
Statistics. Declines in employment, 
weekly pay rolls, and per capita weekly 
earnings in manufacturing industries 
were greater from 1929 to January, 
1933, than in the 17 non-manufacturing 
industries which report to the Bureau of 
Labor Statistics. Progress toward a re- 
turn to the 1929 levels was greater in 
manufacturing industries than in the 17 
non-manufacturing industries during the 
2 years ending in January, 1935. 
Changes affecting various industries 
show extreme variations but gains are in- 
dicated for most of the industries affect- 
ed by codes. 


Is it not both wise and prudent, therefore, to safe- 
guard net profits and to so guard against loss that 
your concern’s dividends will not be adversely 
affected? Business Interruption Insurance will do 
this, providing complete protection. 


You can easily learn how much Business Interrup- 
tion protection will be required to protect your 
concern’s interests by consulting your Agent or 
Broker. (If you prefer, the name of our local repre- 
sentative is yours for the asking. Write for literature.) 
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THE PENNSYLVANIA 
FIRE INSURANCE CO. 





150 William St. (2nd Floor) New York 






1825 — MORE THAN A CENTURY OF PROGRESS — 1935 
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Sure 
| meeting of the Chamber of Commerce 
% of the United States a year ago. 
“He stated that ‘any permanent reduc- 
tion in the fire loss ratio must come 
A through active fire prevention work on 
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Insurance 


digest 


Inaugurated be- 
cause of the credit 
fraternity’s close 
contact with the 
insurance field 
and need of infor- 
mation about it. 


Public concept 

y of insurance 

“In defense of the insurance com- 
panies it must certainly be said in all 
fairness that their reluctance to simplify 
and broaden their policies may be at- 
tributed directly to the attitude of the 
public toward insurance. As long as 
policyholders regard insurance as a 
gambling device, and as a substitute for 
ordinary care and prudence, it will not 
be possible to remove some of the re- 
strictions by which most coverages are 
now surrounded. 

“Moreover, unless the public ceases 
to treat the funds of insurance com- 
panies as an inexhaustible pool into 
which they are privileged to dip at will, 
always eager to get a little bit more than 
they are entitled to, it may not be safe 
to remove all of the limitations in pol- 
icies. Policyholders must learn that loss 
funds are their funds, and that they are 
only robbing themselves when they 
abuse the privileges they enjoy as mem- 
bers of the system,” J. A. Robinson of 
McKesson and Robbins, Inc., recently 
pointed out. 

“There is also another fundamental 
aspect appropriate to this thought which 
I will merely suggest by paraphrasing 
some remarks made by Mr. J. J. Fitz- 
gerald, Secretary-Treasurer of the Grain 
Dealers National Mutual Fire Insurance 
Co. before the twenty-second annual 





CREDIT and FINANCIAL MANAGEMENT 


the part of business itself and in a big 
way. We must do something more than 
lay down rules or depend upon compli- 
cated rate schedules which only a few 
understand, to settle this problem of fire 
waste. We must go out in the highways 
and byways and grapple with it. The 
man in the street still needs to be taught 
the elements of fire prevention as he 
needs to be taught the elements of ac- 
cident prevention. You have only to 
watch him as he tosses lighted cigarettes 
over his shoulder or clock him as he 
drives his car on main thoroughfares.” 


m.. and occupancy 
we 


has great value 


The need for this class of coverage 
is becoming more apparent to the busi- 
ness men of the country, and its pos- 
sibilities are being scrutinized carefully. 
Business Interruption (Use & Occu- 
pancy) Insurance accomplishes those 
things for any business that the business 
would do for itself if no loss had 
occurred. 

The insurance on physical property 
will replace the damaged or destroyed 
buildings, machinery or stock, but Busi- 
ness Interruption (Use & Occupancy) 
Insurance is the only type of protection 
that will provide income to meet fixed 
charges and expenses and at the same 
time continue the net profit from which 
dividends are paid. 

In most sections of the United States, 
insurance agents are recommending the 
Full Contribution (Co-insurance Form) 
of Business Interruption Insurance. This 
was prepared to follow the actual trend 
of a business rather than specify a daily, 
weekly or monthly limit of liability. 
In order to determine 'the amount of 
insurance to be carried under this form, 
it is necessary for the business man to 
calculate the amount of gross income of 
the business, after deducting the annual 
wages of those employees not to be re- 
tained in the event that the property 
were totally destroyed. 

The figure thus determined comprises 
the items insured under Business Inter- 
ruption (Use & Occupancy) Insurance. 
However, the underwriters recognize 
that light, heat and power costs, being 
subject to dispute under the old forms, 
should also be deducted in arriving at 
the amount of the policy; but the Full 
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Estimates Furnished 
On 


Business Interruption 
(Use & Occupancy) 


Insurance. 


There are various types of 
Business Interruption (or Use & 
Occupancy) Insurance, one of 
which gives the most complete 
protection at the least cost for each 
manufacturer. It is of utmost 
importance, therefore, that this 
class of Insurance be secured 
through an Agent who is thor- 
oughly familiar with it. 
















Our representatives have been 
especially trained in this coverage. 
See our local agent, or write to 
the Home Office for our special 
Business Interruption Analysis 
which will help you to diagnose 
your needs and determine the 
amount of Insurance required. 


tm American 


INSURANCE COMPANY 
Newark, N. J. 


















Incorporated 1846 
Policyholders’ Surplus $11,284,955 
_— 
An Old Line Stock Company 
writing all forms 
of Property Insurance 
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4 Congress holds 
u 


center of stage 


(Cont. from p. 39) Washington and every 
effort is being made to build up the 
necessary ‘machinery so that the granting 
of allotments may be commenced as 
soon as possible. The President hopes 
to have the program well under way by 
the Autumn but there are skeptics who 
believe the effective expenditure of the 
vast appropriation will present more 
problems than are now in evidence. 

It may be well to conclude this ar- 
ticle’ with a brief observation on the 
question which is probably most fre- 
quently voiced during discussions of the 
political situation, namely, whether the 
New Deal is retreating from its orig- 
inal objectives or advancing toward 
them possibly by a more circuitous route. 

There is no doubt of the sincerity of 
the President and many of his close ad- 
visers in their belief that alterations 
should be made in many parts of our 
national economic organism and their 
desire to effect the remedies which they 
believe to be needed if it can be done. 

That some of the recovery agencies 
appear to have failed to accomplish their 
intended purposes has not weakened this 
belief but it undoubtedly has, in some 
quarters, brought a conviction that the 
instrument, rather than the idea, was 
defective. This view leads logically to 
a desire to patch up the weak spots in 
the pattern of recovery agencies. No 
one who has observed for the last few 
months the operation of the NRA, the 
AAA and some other recovery units can 
deny the need for such repair. 

Little serious consideration is given 
in well-informed Washington quarters 
to the supposition that the President may 
gaze upon some of his presently stalled 
recovery machinery, throw up his hands 
in despair and renounce his belief that 
recovery and reform can advance side by 
side. The Administration is committed 
to the policy that both can be achieved 
simultaneously. Although the Brain 
Trust seems to have faded from the pic- 
ture and conservatives have again be- 
come articulate the original objectives of 
the New Deal have by no means been 
forgotten. A popular reply today to 
critics of New Deal policies is a refer- 
ence to the Long, Coughlin and Town- 
send adventures and a suggestion that 
there are other things which might be 
even less acceptable to business than the 
liberalism of the New Deal. 


Insure profits in 1935 with 
Credit Interchange Reports 





Vacation Days mean "BUSINESS AS USUAL /” 


HIS. will be a busy Summer. Yet, your office force must have 
Ti holiday —no matter what. Business must go on... but, how? 
The average office—already running with minimum help—will 
find itself at least 25% behind in its correspondence, and with 
important matters neglected for want of dictation facilities. 

Take the vexation out of vacation days! Let an Edison man show 
you how Voice Writing, with the Pro-technic Ediphone, 
can be applied to your office. Telephone The aes 


on. 
Ediphone, Your City, before vacations begin! orancet. N.J. U.S.A. 


Ediphone 


THE COMPLETELY ENCLOSED DICTATING MACHINE 





DUST-PROOF * SANITARY * DIGNIFIED DESIGN 
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modern 


office 


An idea and experience ex- 
change on equipment, system 
and management in the mod- 
ern credit and business ofhce. 


Calendar 

An attractive catalogue was recently 
put out by the Ever Ready Calendar 
Manufacturing Company, of 160 Maple 
Street, Jersey City, N. J. It is their 1936 
edition. Its dimensions are 814 by 11, 
and may fit in any correspondence style 
folder or sales valise. It has a striking 
cover printed in three colors with a de- 


sign on a heavy cover stock. The calen- 
dar pads are elucidated in real colors and 
can be clearly seen from a distance. 


Non-shed Brush 

The Sanford Manufacturing Com- 
pany of Chicago has a new product, the 
“Perfect” brush, which they have been 
perfecting for two years, and are pack- 
ing with their five, five and one-half 
and eight ounce sizes of Liqui-Stick, 
Liqui-Paste and Library paste. The “Per- 
fect’ brush is made of a special rubber 
with bristles of the highest grade which 
do not shed. 


Thin-edge Eraser 

A. W. Faber, Inc., Newark, N. J., 
has just introduced a new typewriter 
eraser. Because it has a new thin-edge, 
it is a great help in erasing a word with- 
out marring what is along side of it. 


Letter Dater 

The Rivet-O Manufacturing Com- 
pany, 32 Jason Street, Orange, Mass., 
has on the market now a new Rotary 
Dater, “Office Appliances” reports. 
This is for dating correspondence that is 
received and all other purposes where a 
dating stamp is usable. It has a round 
rubber die with the figures 1 to 31 on 
the rim. It has an index showing the 


days of the month, and such indications 
as “Paid,” “Received,” or any other 
words can be supplied as are required. 
This stamp is set up for any day of the 
month by an indexing feature which en- 
ables the user to make the day change 
without turning the stamp to read the 
date. 


Steel Tray 

The Art Steel Company, 300 East 
145th Street, New York, is offering an 
Asco stationery tray for desk drawers. 
This tray has removable slides and can 
be used for other purposes. It is made 
of furniture steel and is known as 
No. 1830. 


Copyholder 

A new and useful copyholder called 
the Dex Copyholder has just been man- 
ufactured by the Dex Manufacturing 
Co., 215 Essex St., Boston, Mass. This 
device has an extension arm, which is 
collapsible, and its purpose is to bring 
the copy before the operator in any po- 
sition which she prefers. There are two 
models, one having a drop-leaf to take 
care of cards and the other having no 
drop-leaf. 


Your “finger on the pulse" is a 
Credit Interchange Report 
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A Collection PLAN with 


LETTERS ux SHAKE HANDS! 


@ When ordinary form letters fail, personally dictated letters 
will get results, but personally dictated letters are out of the 
question because of the cost of dictating and transcribing. 


The Auto-Typist Letter Selector offers a perfect solution to 
this — Here is the plan. First, keep a copy of your per- 
sonally dictated collection letters for a few weeks. Then, select 
those that have been most successful. You will find in most cases 
that by substituting different names, dates, and other specific 


references, you can build up a series that can be used for most 
conditions. 


Then put them on an Auto-Typist Letter Selector. One record 
can hold as many as twelve complete letters. The operator needs 
only to set a dial to switch from one letter to another and one 
girl with one machine can turn out up to two hundred letters a 
day; every letter individually typed and carrying references in the 
body of the letter that pertain to one customer alone. | 


Obviously such letters get many times the results of ordinary 
processed letters and the cost is only about 1c each. 


Perhaps you have thought this method of producing letters 
too expensive. If so, let us tell you about our plan which permits 
you to test the idea under your own conditions before obligating 
yourself to buy. 


AMERICAN AUTOMATIC TYPEWRITER CO. 
608 North Carpenter Street Chicago, Illinois 
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The old 

y rabbit trick 
(Continued from page 9) salary earner. 

Neither money nor credit can prop- 
erly be manufactured—they must be 
earned if they are to represent any real 
values. They must be representative of 
real values in commodities, resources and 
products if they are to be more than 
meaningless scraps of paper. 

Price increases to be helpful must rest 
upon a real rather than an artificially 
created demand for commodities; and a 
real demand implies not merely desire to 
make more purchases, but ability to make 
those purchases at prices which will give 
a fair profit to the producer and to the 
distributor. It becomes good business, 
therefore, for business to concern itself 
with the maintenance of purchasing 
power by providing for fair wages and 
for as great a continuity of employment 
as is possible. It becomes equally good 
business for the worker not to destroy 
the chance for business profits, by de- 
manding too rapid adjustments of wage 
scales and hours of labor. It is bad busi- 
ness for either to be deluded by hopes that 
any permanency in prosperity can be 
based upon artificial stimuli. A small 
amount of such stimulus may be necessary 
under conditions of emergency, but it 
should not be taken in the expectation 
that it will provide the bone and sinew 
of real prosperity. 

There is no easy way to prosperity for 
a nation or group of people any more 
than there is for an individual. The old 
rabbit trick just doesn’t work—for the 
rabbit isn’t really there. 


Stigmatism 

\ is dangerous 
(Cont. from p. 11) what was in the wind, 
wasted no time in getting action. His 
representative was on the ground asking 
questions and investigating before the 
petition was filed. He knew the whole 
story, just as did others who had been 
watching the development from a dis- 
interested viewpoint. As a consequence, 
when bankruptcy occurred, this creditor 
took the lead in prosecution activities. 

Because of the large amounts they had 
lost, other creditors followed his lead, 
and the result was that these individuals 
who had first been identified as custom- 
ers, later as debtors, then as bankrupts, 


Your "finger on the pulse" is a 
Credit Interchange Report 


progressed successively first to defend- 
ants and later to the status of convicted 
criminals. 

It has been remarked that no particu- 
lar sympathy attaches to most of the 
creditors in this case. Think it over. 
Here are a number of concerns making 
sales on credit on the basis of a copy 
of a letter purported to have been writ- 
ten by a bank to a third party. True the 
bank did write the original letter. 

So long as the number of orders 
placed was limited, or before the re- 
sponsible citizens were definitely out of 
the party, the bank was honest in its 
comments; but when the number of or- 
ders increased and the bank became sus- 


picious, they were taken out of the pic- 
ture, and the creditors who came into 
this party in its final stages were actually 
relying upon a letter of which the bank 
had no knowledge and which they 
would certainly have repudiated had it 
been called to their attention. 

Creditors will offer the defense that 
they cannot protect themselves against 
the similar-name racket, the borrowing 
of the other fellow’s reputation, or the 
trading upon of a previously established 
reputation. Nothing could be farther 
from the truth. Even the simplest pre- 
cautions, if based upon intelligent co- 
operation, would defeat any of these 
schemes whether (Cont. on p. 47) 








How America’s Smart 
Insurance Buyers Buy 


The insurance buying practices survey recently made 
among the membership of the National Association 
of Credit Men revealed some startling facts. It showed 
that there are ways of saving some insurance costs 
without reducing the quality and completeness of 
your insurance coverage. 


For instance, it is more economical for you to employ 
one good insurance man, entrusting all such problems 
to him. The research proved, beyond shadow of doubt, 
that to split your insurance among several agents or 
brokers is more costly and may affect the quality and 
completeness of your insurance coverage. Further, if 
you have not had a survey made of your insurance 
and insurable hazards in the last three years by a 
competent insurance analyst, such a survey may result 
in far more complete coverage for considerably less 
than you are now paying for your insurance. 


Pioneers more than two centuries ago in founding 
the fire insurance industry, The London Assurance, 
with its associated companies, still stands among the 
leaders in the development of better insurance 
methods . . . « « « Would you like to learn 
more about this research? Dictate a note to us now. 


The 
LONDON ASSURANCE 


The 
MANHATTAN 
Fire and Marine Insurance Company 
The 
UNION FIRE 


Accident and General Insurance Company 


99 JOHN STREET NEW YORK 
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Answers to 


credit FA 


questions 


Conducted by E. B. Moran 


The National Association of Credit 
Men supplies answers to credit ques- 
tions and some of the answers, of gen- 
eral interest, are printed regularly in 
Credit and Financial Management. 
Advice cannot be given, however, re- 

rding legal rights and _ liabilities. 
uch advice should be obtained from an 
attorney to whom all the facts should 
be stated. When such inquiries are re- 
ceived, information is furnished only as 
to the general principle of law involved. 


Estate claims 

Q. Please advise us if the New York 
statutes provide for a period of eighteen 
months for the filing of proofs of claims 
in probate proceedings. 

A. Claims against the estates of de- 
cedents in the State of New York must 
be filed within six months after the first 
publication of a notice to creditors to 
present claims, or if no such notice is 
published, then within seven months 
after the date of the issuance of letters 
of administration or letters testamentary. 

For further details see the 1935 Edi- 
tion of the National Association of 
Credit Men’s Manual of Commercial 
Laws, pages 230 and 233. 


Factored account 

Q. Have you a record of any de- 
cisions on file as to what constitutes notice 
of a factored account? In other words, do 
the decisions to which you have access 
show that the buyer must have been noti- 
fied of the factoring at the time of mak- 
ing the purchase, and supposing that the 
shipper did not notice the printed lines 
in the invoice and paid the money to 
the manufacturer, could the buyer be 
made to pay twice? 

A. When a merchant's business is 
being factored, and sales are made by 
the debtor in his or its own name, the 
account receivable created by the ship- 
ment of the goods is usually assigned to 
the factor and the bill for the merchan- 
dise is either rendered by the factor 
direct, or the bill may be sent by the 
merchant with notice on the bill that the 
account has been assigned to the factor 
and should be paid to the latter. 

Under such circumstances, if the 
debtor disregards the notice of assign- 


ment and pays directly to the merchant 
instead of the factor, and the remittance 
does not reach the factor, the factor may 
hold the debtor liable for payment of 
the account a second time. 

The merchant, however, having re- 
ceived funds to which he is not entitled, 
may in an appropriate proceeding be 
compelled to refund them to the debtor, 
or the factor may be in a position to in- 
stitute criminal proceedings for em- 
bezzlement against the merchant for 
failure to pay over the moneys to the 
factor. 


# 
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Candor 


Policeman: Excuse me, sir, but if 
you're the pale-faced gentleman who 
looks like a lop-eared rabbit, I was to 
tell you that your wife’s gone home on 
the 33 bus. 

Tit-Bits (London) 


Teacher: Willie, give a definition of 
home. 

Willie: Home is where part of the 
family waits until the others are through 
with the car. 

Annapolis Log 





DEPENDABLE 
INSURANCE 


SINCE 


1863 


“PERMANENCE is one of the most important 
factors in judging the strength of an insurance 
company. Claims sometimes arise years after an 
accident and it is vital to know that your policies 
will always be worth par, no matter when mis- 
fortune strikes. 


FIREMAN'’S FUND INSURANCE COMPANY, 
founded in 1863, has demonstrated its PER- 
MANENCE by successfully weathering every 
panic and conflagration since the Civil War. 
During these 70 years it has never defaulted ona 
single obligation, having paid out $220,000,000 
in claims. 


Since the days of covered wagons and clipper 
ships, FIREMAN’S FUND has constantly forged 
ahead, meeting changing conditions as they arose. 
Today, through 11,000 far-flung agents, the com- 
panies of this group write practically every form 
of modern protection except life. 


When you buy insurance, let the STRENGTH, 
PERMANENCE and STABILITY of these 
California companies be your guide to sound 
protection. 


cAgents Everywhere 


Fire Automobile Marine Casualty DG ‘Surety 


ROU 


treman’sTund Insurance Company ~ Occidental Insurance Company 
Ffome Fire & Marine Lisurance Compan 


PEEMANS FUND 


Ciremans Fund Indemnity Company ~ Occidental ln 


7 
dermiity Company 
HEAD OFFICE * SAN FRANCISCO 


Offices in the Principal Cities of the United States and Canada 
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Stigmatism 

y is dangerous 
(Cont. from p.45) promoted by the ama- 
teur or the professional. 

To further illustrate: As this is writ- 
ten, here comes a warning that one of a 
group of professional fraud promoters 
has moved into a certain city where an 
old-time organization of excellent repu- 
tation and good rating has recently gone 
out of business. This promoter is now 
ordering merchandise under the name 
of the defunct concern, and since the 
rating is still continued he is getting the 
merchandise from all those who will de- 
pend on the rating. 

This individual is one of a group who 
have been operating in one section of 
the country for at least fifteen years, go- 
ing from one place to another, using a 
similar name or appropriating the other 
fellow’s trade name, and apparently get- 
ting enough merchandise on credit to 
make their schemes produce at least liv- 
ing expenses, if not a profit. It is diffi- 
cult to determine how many different in- 
dividuals are in this group, but they have 
been going for years, and according to 
present conditions will continue for 
many years to come. 

Observing not one but scores of rack- 
ets of the nature of the two mentioned, 
and reviewing the information gathered 
from creditors through investigations 
conducted after failures have occurred, 
it is difficult to escape the conclysion 
that the one reason above all others why 
these schemes are successful ‘is found in 
the comment made by victims in report- 
ing their experience when they say— 
“We gave this concern credit because of 
the bank letter, or this or that informa- 
tion.” 

The word “‘gave” seems to be the key 
to and the explanation of the whole 
trouble. When will creditors disabuse 
their minds of the feeling that they are 
“giving” credit? More important, when 
will they realize that they are not doing 
a customer a favor when they “give” 
him credit? Why not look at the trans- 
action in a practical, matter-of-fact way ? 

In effect, in making a sale on credit 
basis, the creditor says to the debtor: 
“I will trade you this merchandise, which 
cost me $75.00, for $100.00 worth of 
your credit which when turned into cash 
at a later date will make me $25.00 


a 
Prepare for PITTSBURGH! 


40th Annual N.A.C.M. Convention 
and Fifth Credit Congress of 
Industry—June 17 to 21 


profit on the deal. You in turn can sell 
this merchandise for more than $100.00; 
buy your credit back from me, and have 
a profit besides.” 

Where does either party to that kind 

of a transaction do the other a favor? 
It’s cold, matter-of-fact business. Both 
parties are out to make money. But 
here’s where the trouble lies. If the 
merchandise supplied by the creditor is 
inferior or not up to standard or agree- 
ment, then the debtor can refuse or re- 
turn it. But if the debtor’s credit isn’t 
up to standard, the creditor cannot re- 
turn it. Why then does not the pros- 
pective creditor appraise the credit of- 
fered to him and reject it if it isn’t up 
to standard before he releases his mer- 
chandise in exchange for it? The an- 
swer—the credit fraternity has not seen 
fit to establish the needed standards of 
measurement. 
- If the purchasing agent for any or- 
ganization was continuously accepting 
and paying standard prices for inferior 
merchandise, he would quickly be te- 
quired to explain why he had been de- 
ceived or, lacking that, admit that his 
judgment and knowledge of merchandise 
was faulty. He would be given scant 
consideration if his defense was that he 
depended on the judgment or recom- 
mendation of outside parties. Certainly 
he could not protect himself by con- 
demning a supplier for turning out in- 
ferior merchandise. He would be re- 
quired to explain why he accepted it and 
approved payment for it. 

Why not apply the same principles to 
the credit department as prevail in the 
purchasing department? The credit de- 
partment is buying credit with the firm’s 
merchandise. If the credit they pur- 
chase does not assay one hundred cents 
on the dollar, who is to blame—the in- 
dividual who manufactured the credit or 
the credit man who accepted it? In 
other words, the question is not “Why 
did he fail?’’; it’s “Why was I a credi- 
tor?”’. 

It is to be doubted if there could pos- 
sibly be anything more enlightening, in- 
formative and instructive, than for the 
creditors of an enterprise which had 
failed, dishonestly or otherwise, to get 
together and instead of discussing how 
they were to distribute the remains, were 
each to bring their credit files with them, 
get all of the facts before them, and 
then sit down and discover why they 
shipped the account on a credit basis. 

If such a meeting were held certain 
facts would become very obvious. Credi- 
tors would discover themselves attending 
a meeting not confined to those with 
whom they had (Continued on page 48) 


Many men 
have devoted 
their lives 

to making 
this company 
one an 

agent can be 
proud 

to. represent. 
The Phoenix 


Insurance Co. 


of Hartford, Conn. 


Cash Capital ....... $6,000,000.00 
Net Surplus........ 21,250,119.18 
Assets .............-3%:779% 222.10 


Time Tried and Fire Tested 
since 1854 


2 


When writing to advertisers please mention Credit & Financial Management 47 











































































































































































































| 


































s 
iy 
TTR 


MTN 


im ! 


iv 


Court 


decisions 


bn, O21 FT: 


UNIVERSAL SUPPLY COMPANY ». 
Melvin C. Hildreth et al. Massachusetts 
Supreme Judicial Court—September 14, 1934. 
(— Mass. —, 192 N. E. 23.) 

EXCEPTIONS by defendants to rulings of 
the Superior Court for Middlesex County 
(Walsh, J.) made during the trial of an 
action on a promissory note and on an ac- 
count annexed which resulted in allowing 
plaintiff's motion to charge the defendant 
trustee on his answer. Overruled. 

1. A debtor who has given his creditor a 
check which is accepted in settlement of his 
debt cannot, even though the check has not 
been presented for payment, be held in an 
action by trustee process as trustee of his 
creditor, since, the check having been ac- 
cepted as payment, there is nothing due from 
hi 


im. 

2. A debtor who, after mailing a check 
to his creditor in payment of his debt, stops 
payment in consequence of having been 
served with trustee process, thereupon be- 
comes chargeable as trustee. 

3. The drawer of a check retains the ae 
to countermand its payment at any time be- 
fore it is paid, or is certified, or is delivered 
to a bona fide holder for value. 

4. The objection that a verdict for plaintiff 
on one count of a declaration and a verdict 
for defendant on another one are inconsistent 
cannot be first raised in the reviewing court. 

5. Where a count on a promissory note 
and one on an account annexed are not 
averred to be for the same cause of action, a 
verdict for plaintiff on the first count and a 
verdict for defendant on the second are not 
inconsistent. 

6. The bringing of an action in a court 
having jurisdiction of the subject-matter, in 
a county other than that in which the plaintiff 
and defendant reside, is a defect of venue 
which may be waived. 

7. A defendant waives his right to be sued 
in the district court of the county of his 
residence by filing a general appearance in 
an action brought in a district court of an- 
other county and taking the necessary steps 
to remove the case to the superior court, in 
which the action might have been originally 
brought. 


FIRST WISCONSIN NATIONAL BANK 
OF MILWAUKEE, App}t., v. A. C. Kingston, 
State Commissioner of Banking, et al., Respts. 
Wisconsin Supreme Court—January 9, 1934. 
(213 Wis. 681, 252 N. W. 153.) 

APPEAL by plaintiff from a judgment of 
the Circuit Court for Trempealeau County 
(Cowie, J.) allowing its claim against an 
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insolvent bank in an amount less than 
claimed. Reversed with directions. 

A secured creditor of an insolvent bank 
is entitled to dividends upon the full amount 
of his claim until such claim is fully paid, 
rather than upon the balance remaining after 
crediting thereon the amount realized . the 
enforcement of the security. 


DUDLEY L. O’NEAL, Admr., etc., of 
C. S. O’Neal, Deceased, et al., Appts., v. Dr. 
Franklin A. Clark. Alabama Supreme Court 
—May 10, 1934. es Ala. —, 155 So. 562.) 

APPEAL by defendants from a judgment 
of the Circuit Court for Covington County 
(Thigpen, J.) in favor of plaintiff in an ac- 
tion to recover on a certificate of deposit 
alleged to be due and unpaid. Reversed. 

1. Presentment of a bank's certificate of 
deposit for payment is not required in order 
to charge indorsers thereof, where the bank 
has failed and is being liquidated by a re- 
ceiver, although the receiver was at the date 
of maturity occupying the bank’s former place 
of business, where he kept regular hours for 
the business liquidation. 

2. A bank's certificate of deposit for a 
stated amount, payable on a date certain to 
the order of the person to whom it is issued, 
is a negotiable instrument and as such is 
subject to the requirements of the Negotiable 
Instruments Law touching presentment for 
payment and notice of dishonor. 

3. Where the giving of notice of dishonor 
of a negotiable instrument is made by law 
the condition to the liability of an indorser, 
it is not enough to render him liable that 
he otherwise acquired knowledge of the dis- 
honor, or that he has not been injured by 
the want of notice. 

4. The fact that presentment of a nego- 
tiable instrument cannot be made to the 
maker, and is therefore excused, does not dis- 
pense with the necessity to give notice of 
dishonor to the indorser. 

5. Neither the fact that indorsers of a 
bank’s certificate of deposit upon its issuance 
were officers or stockholders of the bank, 
lending their credit to it, nor the fact that 
as stockholders they are under statutory 
liability to creditors of the bank, renders 
them accommodated indorsers to whom 
notice of the dishonor of the certificate of 
deposit need not be given. 

6. The filing of a written claim with the 
administrator of the estate of an endorser of 
a certificate of deposit who died before its 
maturity, stating that the certificate is due 
and unpaid, is not a sufficient notice of dis- 
honor to hold the indorser. 

7. If a negotiable instrument is payable at 
a bank, a notice of the dishonor showin 
that it was at the bank at maturity sufh- 
ciently shows a presentation for payment at 
maturity. , 


WESTERN UNION TELEGRAPH COM- 
PANY, 7 in Err., v. Rosa Mae Scarbor- 
ough et al. Texas Commission of Appeals 
(Sec. A)—March 14, 1934. (— Tex. —, 
68 S. W. (2d) 1027.) 

ERROR to the Court of Civil Appeals for 
the Seventh Supreme Judicial District to re- 
view a judgment affirming a judgment of 
the District Court for Lubbock County 
(Pharr, J.) in favor of plaintiffs in an action 
brought to recover damages for alleged negli- 
gent failure of defendant promptly to deliver 
a telegram. Reversed. 

1. Since the right of action of the ad- 
dressee for delay in the delivery of a telegram 
is based on the contract with the sender for 
its transmission, he is bound by the provi- 
sions of such contract that the telegraph 


. . JUNE, 1935 





company shall not be liable for damages 
unless a claim is pzesented within a specied 
time, even though the form on which the 
message is delivered does not contain such 
stipulation. 

2. In the absence of statute, a stipulation 
in a contract for the transmission of a tele- 
graphic message, that the telegraph company 
shall not be liable for damages unless a 
claim therefore is presented within a specified 
time, is valid. 

3. The defense that a claim for damages 
for delay in delivering a telegram was not 

resented within ninety-five days as required 
y a stipulation of the contract for its trans- 
mission is not waived by a failure to request 
that the reasonableness of the limitation of 
time be submitted to the jury, where the 
statute providing that such stipulation to be 
valid must be reasonable declares that any 
such stipulation fixing the time within 
which such notice shall be given at a less 
period than ninety days shall be void. 

4. The addressee of a telegram can main- 
tain an action for negligence or default in 
regard to its transmission or delivery, the 
theory being that the contract for transmis- 
sion was made by the sender for his benefit. 


E. J]. McERLAIN, Trustee, etc., Appt., v. 
William Taylor, Creditor, etc. Indiana Su- 
preme Court—October 12, 1934. (— Ind. 
—, 192 N. E. 260.) 

APPEAL by defendant from a judgment 
of the Superior Court for St. Joseph County 
(Deahl, J.) in favor of plaintiff as to the 
constitutionality of a statute providing for 
preference against other creditors, in an ac- 
tion for a declaratory judgment. Reversed 
with instruction. 

1. A statute creating a preference in the 
distribution of the assets of an insolvent 
employer in favor of “manual and me- 
chanical laborers,” as against all other types 
of wage-earning employees, is unconstitu- 
tional as making a classification for which 
there is no reasonable basis. 

2. The equal protection clause of the 
Fourteenth Amendment to the Federal Con- 
stitution, and a state constitutional inhibition 
of the granting of special privileges and im- 
munities, do not forbid a classification of 
persons for legislative purposes so long as 
the classification is just and reasonable, based 
upon substantial distinctions germane to the 
subject-matter and the object to be attained, 
and embraces all who possess the attributes 
or characteristics which are the basis of the 
classification. 

3. The characteristics of the class as a 
whole must be looked to in determining the 
validity of classification for legislative pur- 


ses. 

4. If there are other general classes situate 
in all respects like the class benefited by a 
statute, with the same inherent needs and 
qualities which indicate the necessity or ex- 
pediency of protection for the favored class, 
and legislation discriminates against, casts a 
burden upon, or withholds the same protec- 
tion from the other class or classes in like 
situations, it cannot stand. 


“Is this a high class town?” 

“High class! Why they even have 
two breadlines—one for white and one 
for rye.” 
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No matter what point you want to reach 
... whether it be in 80,000 places in the 
United States or Canada* or in all the 
world beyond, send your message via 
Postal Telegraph. 

For Postal Telegraph is the only 
American telegraph company that offers 
a world-wide service of co-ordinated tele- 
* Through the Canadian Pacific Railway Telegraphs. 


T HE 


INTERNATIONAL 


graph, cable and radio communications 
under a single management. 

Postal Telegraph will speed your mes- 
sage to the other end of the town or the 
other end of the world...with accuracy... 
with dependability. And remember, when 
you send a message via Postal Telegraph 


by telephone, charges will appear on your 
telephone bill. 
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Stigmatism 

\, is dangerous 
(Cont. from p.47) exchanged information 
by direct inquiry, nor to those in their 
particular market or industry—but com- 
prised of all of the creditors. 

Possibly with a clear understanding 
that there were no favorites or special 
concessions in liquidation, they might 
come to appreciate the necessity of acting 
in concert before the failure occurred, 
respecting one another's mutual interests, 
realizing that to protect themselves they 
must likewise protect all other creditors 
to the utmost of their ability, and that 
they could only do it by resolving them- 
selves into one group comprised of all 
creditors, between the members of which 
there would be the fullest and most com- 
plete exchange of information at all 
times. 

Close cooperation and concerted action 
between all creditors is the cure for 
fraud losses. There never has been nor 
never will be any other protection against 
them. So long as one creditor feels that 
he can go along without consideration 
for or discovering the interests of other 
creditors, he will be the victim of the 
fraud promoter whenever the fraud pro- 
moter decides he should be a victim. 

When each creditor elects to work 
with all other creditors, then the fraud 
promoter is going to be the victim. He 
will be obliged to seek new fields of en- 
deavor for his livelihood. There is no 
reason why anyone should be victimized 
by any kind of an over-buying fraud 
scheme. All that needs to be done is for 
each one receiving an invitation to the 
party to find out how the others are en- 
joying themselves before he accepts the 
invitation to attend. 













Conditions 


Change 


The oldest Adjustment Bureau affili- 
ated with the National Association of 
Credit Men was founded in 1878. 
































Through all the years these Bureaus 
have become synonyms for Financial 
Stability, Preservation of rights of both 
Debtor and Creditor and Fair Dealing 


















PFarvine 
World 


Creditors who tire of carrying shaky, 
heavily involved accounts, daily decide 
to do something about it. They take 
their problems to the 















a 
Prepare for PITTSBURGH! 


40th Annual N.A.C.M. Convention 
and Fifth Credit Congress of 
Industry—June 17 to 21 
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